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Cost Control System Assures Profits — page 33 


Bathroom Accessories Prove Profitable — page 36 























“Over 2 million Southern farm 
buildings covered with USS Ten- 
neseal Roofing!” That’s a lot of 
roofing . . . and the only reason 
Southern farmers bought so much 
of it is that they found it does the 
job that good roofing should do. 
That’s why Tenneseal V-Drain 
Roofing is easier to sell. Don’t try 
to switch your customers to less 
popular brands... show them 
easy-to-sell Tenneseal. 
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TENNESSEE COAL & IRON 


DIVISION 


“There’s more American Fence in 
use than any other brand!” That’s 
one reason why good, old reliable 
USS American Fence is a friend 
to the dealer who stocks it. Amer- 
ican Fence is so well known and 
so highly respected that it is 
easier to sell. 

Your customers know USS 
American is a quality fence, so 
they have less sales resistance to it 
than to less popular brands. 


United States Steel Corporation - General Offices: Fairfield, Alabama 
District Offices: Charlotte - Fairfield - Houston - Jacksonville - Memphis - New Orleans - Tulsa 


Quality Steel Products for the Farm & 
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IT’S NEW! 


From end to end, inside and out, Arrow’s HT-50M hammer 
tacker is brand new; the product of over a quarter 
century’s experience in tacker design. 


IT’S RUGGED! 


The HT-50M performed perfectly even after exhaustive field 
tests under the most adverse conditions had been conducted 
. .. a testimony to its incredibly rugged construction! 


IT’S LOADED! 


Arrow’s new HT-50M loads in a second... from the top! 
Takes two full strips (170) of .050 wire staples. 
Same machine takes four different staple sizes! 


RROW'S NE 
AMMER TACKER! 


WITH PERFECT BALANCE! 


Here’s the kind of tool every professional man, every 
workman appreciates. Made to take it, it also is 
balanced so perfectly you can staple for hours without strain! 








All steel construction! 

Sure-grip handle! One hand operation! 

Jam-proof performance! 

Big capacity! Holds two strips (170) of staples! 

Takes all these T-50 staples: 1/4, 3/8", 5/16" and 1/2". 


Ideal for batting, insulation, carpeting, upholstery, lining box 
cars, posters, shipping, carpentry plus hundreds of other jobs! 








Rounded striking edge cannot cut or injure Lift up and load. Drop staples into track, snap 
material being stapled. cover shut and you're ready for instant stapling 














Order from your jobber today! You never lose a sale because... 
ARROW SELLS ONLY THROUGH THE TRADE! 


For further information and full line catalog, write 


Manow FASTENER [0.,/NC. 
One Junius Street, Brooklyn 12, New York L ; 
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1) Lets make money with 
, GpecOwindows'! 


= 


Let’s Go With Quality... 
Apco Quality! 


Sell time-tested Apco Aluminum Windows 
. . . performance-proved in over 1,300,000 
installations. Meets or exceeds DH-AI speci- 
fications . . . used in America’s finest homes. 
Backed by manufacturer’s guarantee. 


Let’s Go With the 
Complete Apco Line! 








Apco single-hung, horizontal slide and 
picture windows. Apco Patio Doors, too! 
Custom sizes for unusual openings. 

















Let’s Go With Real 
Window Beauty! 


Manufactured with beautifully finished 
aluminum’ extrusions. Horizontal muntin 
and divided light arrangements. Fin trim. 
Harmonizes with all architectural styles. 





Let’s Go With Profits! 


Sell the line with builder and customer 
acceptance all over the country . . . Apco. 
Turn your stock faster . .. make more 
money. Complete warehouse stocks available 
for immediate delivery. 


Write Dept. GCL-10 for free literature and pricing information. 


1901 Franklin @© Houston 2, Texas Fe 


For more details on above items, use Coupon on Page 66 
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Serving these Dealer Associations 


Copyright, 1958, W. R. C. Smith Publishing Co., Atlanta, Ga. 


Features in this SBS Issue 


Costing Sales Tickets Helps Assure Profits 
Fire Precautions That Slash Insurance Costs __.__._ 
For More Profit, Sell "Em Bathroom Accessories _____ 
Ten Tips on Sales Psychology for Young and Old ___. 
Store Designed to Beat Stiff Competition ____ 3 
SPECIAL: Preview of Southeastern Dealer Convention 

S. E. Show Exhibitors Listed >>>» 


Where the Departments Begin 


Association News 41 Product Parade _____ 
Better Ways 4 Silent Salesmen ____ 
Building Trends 86 Strictly Wholesale _ 

Dealers in the News 78 Supply & Demand ____ 
Helpful Booklets 65 Top News of Month __ 
Manufacturer News Washington Outlook _. 


Published monthly and mailed without charge to wholesalers and 
retailers of lumber and building materials in the 18 Southern 
and Southwestern states and the District of Columbia. The sub- 
scription price to all others is $4.00 per year or 50 cents a copy. 


Published monthly in Atlanta, Ga., and Charlotte, N. C., by 


W. R. C. SMITH PUBLISHING COMPANY 


Publishers also of SOUTHERN HARDWARE, SOUTHERN AUTOMOTIVE 
JOURNAL, ELECTRICAL SOUTH, TEXTILE INDUSTRIES, and 
SOLTHERN POWER & INDUSTRY 


W. J. ROOKE, chairman of the board; RICHARD P. SMITH, president and 
treasurer; T. W. McALLISTER, first vice-president; E. W. O’BRIEN, vice- 
president; A. E. C. SMITH, vice-president; JOHN C. COOK, vice-president; 
A. F. ROBERTS, secretary; SEBA J. JONES, assistant secretary and treasurer. 








Associations serving Building Supply Dealers in the 18 Southern and 
Southwestern states — and served by SOUTHERN BUILDING SUPPLIES 


Alabama Building Material Exchange — 519 Stallings Building, 
Birmingham 3, Ala. Executive Secretary: Mrs. Mary K. Harless. 
Tel. 7-3195. President: William Kroh, Birmingham, Ala. 


Arkansas Association of Lumber Dealers — 727 Pyramid Build- 
ing, Little Rock, Ark. Secretary: E. DeMatt Henderson. Tel. 
8283. President: Reed Gammill, Camden, Ark. 


Building Material Merchants of Georgia — 610 Glenn Building, 
120 Marietta Street, N. W., Atlanta 3, Ga. Tel. JA 3-7349. 
Executive Secretary: Herbert G. Drews. President: E. H. Cham- 
bers, Gainesville, Ga. 


Carolina Lumber and Building Supply Association — | 14 Build- 
ers Building, Charlotte, N. C. Secretary-Manager: E. M. Garner. 
Tel. FRanklin 6-1503. President: Ansel Alewine, Taylors, S. C. 
Florida Lumber and Millwork Association — 2218 Edgewater 
Drive, P. O. Box 7125, Orlando, Fla. Secretary-Treasurer: Mrs. 
Marie M. Bennett. Tel. GArden 2-3761. President: Arthur C. 
Bivins Jr., Miami, Fla. 

Kansas Lumbermen’s Association — Room 212, Farmers Na- 
tional Bank Building, Salina, Kan. Secretary: Marvin Van 
Fange. Tel. 4607. President: Fred Wilbur, Salina, Kan. 
Kentucky Retail Lumber Dealers Association — Marion Na- 
tional Bank Building, Lebanon, Ky. Exec. Vice-President: Donald 
A. Campbell. Tel. 72. President: T. W. Yunt, Louisville, Ky. 
Louisiana Building Material Dealers Association — 528 Florida 
Street, Baton Rouge, La. Exec. Vice-President: R. Needham 
Ball. Tel. 2-4080. President: Robert L. Hamilton, Baton Rouge, 
La. 

Lumbermen’s Association of Texas — 304 First Federal Savings 
Bidg., Austin 1, Tex. Executive Vice-President: Gene Ebersole. 


Tel. GReenwood 2-1194. President: Gene Klein, Amarillo, Tex. 


Middle Atlantic Lumbermen’s Associction — 1528 Walnut 
Street, Room 1123, Philadelphia 2, Pa. Executive Director: 
Robert A. Jones. Tel. PEnnypacker 5-5377. President: Frank 
M. Hankins Jr., Bridgeton, N. J. 


Mississippi Retail Lumber Dealers Association — 607 North 
State Street, P. O. Box 1968, Jackson 5, Miss. Secretary- 
Treasurer: E. B. Lemmons. Tel. 3-2077. President: A. S. Gilbert 
Jr., Yazoo City, Miss: 


National Retail Lumber Dealers Association — 302 Ring Build- 
ing, 18th and M Streets, N. W., Washington 6, D. C. Executive 
Vice-President: H. R. Northup. Tel. NAtional 6757. President: 
J. C. O’Malley, Phoenix, Arizona. 


Oklahoma Lumbermen’s Association — 815 Leonhardt Build- 
ing, Oklahoma City, Okla. Secretary-Manager: W. M. Morgan. 
Tel. 7-0338. President: R. E. Fraley, Ardmore, Okla. 


Southwestern Lumbermen’s Association — 512 R. A. Long 
Building, Kansas City 6, Mo. Secretary-Manager: G. Kenneth 
Milliken. Tel. Victor 2265. President: J. W. Dutton, Ponca 
City, Okla. 


Tennessee Building Material Association — 711 Broadway, 
N. E., Knoxville 17, Tenn. Secretary-Manager: R. O. Brownlee. 
Tel. 2-0185. President: Harvey Foskett, Gallatin, Tenn. 


Virginia Building Material Association — 3305 Monument Ave- 
nue, Richmond 21, Va. Secretary-Manager: Harris Mitchell. 
Tel. 6-1749. President: R. B. Johnson, West Point, Va. 


West Virginia Lumber and Builders Supply Dealers Association 
— P. O. Box 1589, Fairmont, W. Va. State Secretary: Sam H. 
Diemer. Tel. 364. President: Harold Eddy, Clarksburg, W. Va. 
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FOR DOUBLE 


BETTER SERVICE 

Both standard and special 
size TENSION-tites are 
immediately available from 
nearby jobbers. 


EASIER TO STOCK 
Neatly cartoned, sizes plain- 
ly marked, screens protected 
against damage and dust. 
Easily shipped. 


6,000,000 IN USE 
This is the Number 1 screen 
among homeowners and 
contractors throughout the 
South and West. 


LOWER COST 

Both first cost and annual 
cost make TENSION-tite 
the choice for double-hung 
wood windows. 


KL 


MORE PROFITABLE 
You make a much better 
profit by offering TEN- 
SION-tite rather than wood 
or metal frame screens. 


STEADY TURNOVER 
The steady turnover, good 
dollar volume, and excellent 
profit make TENSION-tite 
the screen to handle. 


YOUR CUSTOMERS LIKE IT! 


BETTER LOOKING 

Inconspicuous TENSION- 
tite screens stay trim and 
taut for years and years. 
They never need painting. 


NO MAINTENANCE 
All-aluminum TENSION- 
tite screens have simple, 
foolproof hardware that 
does not attract children. 


For additional information please write 


RUDIGER-LANG CO. 


Factories in Toccoa, Ga. and Berkeley, Calif. 


international Trade Mart « New Orleans 10, La. 
TUlane 7186 


For more details on above items, use Coupon on Page 66 


‘BETTER WAY’ 
Shared by Dealers 








Workbench for Apartment Dwellers 


That problem common to the apartment would-be 
Do-It-Yourselfer — lack of a workbench — appears 
solved by the Masonite Corporation. 

According to this manufacturer, all that’s needed 
is a table (even a dining room table, if suitable 
precaution is taken) plus a protective surface-cover 
therefor, a sound-deadener (in the interest of neigh- 
bors), and a portable tool board which doubles as a 
storage chest. 

To protect the table surface, a panel of %” temper- 
ed hardboard is suggested. A rectangle of 1”x2” 
lumber as an underneath perimeter will keep the 
panel in position, while an old quilt or blanket, 
nailed to the framework, will prevent table-top 
damage. 

Three wooden frames, each of 1”x3” lumber, com- 
prise the tool chest. The center frame is 3’ wide and 
28” high. End frames, 18” wide, are hinged to the 
center frame and serve as doors. With perforated 
hardboard as section-backing, matching metal fixtures 
may be easily installed to hold tools. 

Portable workbench and tool rack may be quickly 
stored in the nearest closet when not in use. 


Dollhouse Brings Joy to Many 


The Neely Lumber Company of Spartanburg, S. C., 
came up with a commendable idea to happify Christ- 
mas for its community’s less fortunate. 

A 7’ x 12’ dollhouse was built of redwood siding, 
white asphalt roof, and varnish-coated knotty pine 
interior, complete with breakfast bar. At a cost to 
the company of $397.59, it was presented to the 
Spartanburg Goodfellows Club for exhibition at the 
county fair in October and, under club auspices, for 
auctioning-off in December. 

Thus, to some fortunate young miss went the 
“dream” dollhouse on Christmas morning. The pro- 
ceeds from the auction went to local Goodfellows 
Club charity, thanks to lumberman Bill Neely. 
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“Safe Is Open” but “We'll Come Down” 


On the outside front of the door to the small safe 
in their offices in Decatur, Georgia, Plant & Steven- 
son have pasted this friendly letter: 

“Dear Mr. Burglar: 

“The safe is open — just turn the handle. 

“If you are looking for money, please ’phone either 
one of us. We will come down and help you look. 

“Plant & Stevenson.” 

Needless to say, the safe hasn’t been cracked yet. 
But if it should be, we’ll bet this firm has adequate 
burglary insurance. For their whole business is “Just 
Insurance!” 


Plastic Spikes Hold Logs Together 


A plastic spike about %” in diameter is being used 
by a lumber company to fasten logs together for the 
trip downstream from forest to sawmill. This solves 
the problem of metal nails damaging saw blades at 
the mill, since the plastic nails neither damage nor 
dull the blades. 

Made of G-E’s new plastic, Lexan, the spikes are 
ground in a pencil sharpener. Their points can be 
driven into the logs with an ordinary hammer. A 
polycarbonate resin, Lexan is reputed to combine 
these properties: exceptional impact strength, dimen- 
sional stability, heat resistance, and good electrical 
characteristics. 

According to General Electric, it can be fabricated 
by injection, compression or extrusion, and can be 
solvent-welded, sealed with heat, or machined. 


All Lines Handily Listed for Patrons 


One of many promotions and services that made the 
Campbell Coal Company a giant distributor of build- 
ing supplies in Atlanta, Georgia, until it decided to 
liquidate last fall, was a handy little pocket booklet. 

Containing 28 2%”x4” pages, this booklet alpha- 
betically listed all materials and supplies sold by 
Campbell — and many of its services — from A 
through Z. Printed on woodgrained card stock, the 
cover urged the reader to “Buy it from CAMPBELL. 
For action call Jackson 3-4747.” 

The inside front cover listed the major lines sold 
by Campbell: air conditioners, building materials, 
builders hardware, brick of all kinds, coal for every 
need, concrete blocks, electrical appliances, furnaces, 
glass, insulation, linoleum, lumber, millwork, paints 
and oils, ready-mixed concrete, ready-mixed mortar, 
and varnishes. 

First item listed in the check-list was acid, muri- 
atic. The K’s began with Keene’s cement. 

“Quick” was pressed into duty to set up a Q sec- 
tion. It began with quick dry asphalt paint and then 
quick service. X was covered with X-tra prompt 
Campbell service. And the Z’s included zeal to please, 
Zonolite, and Zonolite insulation! 


Kaa KKK KKK KKK KKK KK KKK Kk 


WHAT’S YOUR ‘BETTER WAY?’ to do something more 
profitably or economically, Mr. Dealer? Write S-B-S (ad- 
dress on page 3) about it. You may win $7.00! 


KKK KKK KKK KK KKK KKK KKK 
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WEATHERSTRIP 
and BALANCE 


No. 650 


Here is full jamb 
coverage mitered on 
14° sill pitch. A 
flexible base gives 
continuous air seal, 
self-adjusting to 
conform to sash 
contraction and 
expansion. 

Cushion flanges 
provide tension 
adjustment. 


Send for Catalog 57] 


SELF-ADJUSTING 
SPRING COVER 
Sash Cannot Bind or Stick 
2. BEADED COVER 
Smooth operation in 
open grained sash—No snagging 
3. NOISELESS 
Springs flocked 
for sound proofing—silent, 
easy window operation 
4, VARIABLE TENSION ROD 
BALANCED SASH—Normal 
installation requires no additional 
adjustment 
5. FLOATING 
SASH HANGER 
No Additional Nailing 


SOUTHERN METAL PRODUCTS LORE 


RAYNOR © PHONE BR 6-549 


BUILT-IN-STOP 
No Nailing 


®e® MEMPH 


For more details on above items, use Coupon on Page 66 





These are the mills 
of the WEST COAST 
LUMBERMEN’S 
ASSOCIATION 


... united in a National Advertising 
and Promotion Program 
to help YOU sell lumber! 





NATIONAL ADVERTISING 


Four color, full page advertisements tell the 


story of lumber to building prospects regularly 
in such publications as American Home, 

Better Homes and Gardens and House Beautiful. 
Consistent schedules are also carried in selected 
Architectural, Builder, Farm and School 
magazines. Copy urges readers to “see your 
retail lumber dealer’. 











PROMOTION 


Colorful literature, free newspaper mats, movies, 
theatre trailer, and radio spots are but a few 

of the many aids available to help you sell your 
services locally. Folder outlining all these 
sales tools is yours for the asking. 








THE FIRMS LISTED HERE BELIEVE IN. 
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Agnew Lumber Company 

Aloha Lumber Corporation 

Anderson & Middleton Lumber Co. 

Arcata Lumber Services, Inc. 

Armstrong Lumber Company 

Avison Lumber Company 

Bate Lumber Company 

Baxter & Company, J. H. 

Bohemia Lumber Co., Inc. 

Booth-Kelly Lbr. Co., The 

Broughton Lumber Company 

Brown Bros. Lumber Co., Inc. 

Burrill Lumber Company, Eugene F. 

Car-Ad-Co Company 

Cascade Pole Company 

Clemens Forest Products, Inc. 

Coast Lumber Company Mill 

Coats-Huddleston-Buck Lumber Corp. 

Columbia Lumber Co. of Alaska 

Columbia Woodworking Company 

Cone Lumber Company 

Daugherty, W. H. (White City Div.) 

Dollar Co., The Robert 

Dolly Varden Lumber Company 

Double Dee Lumber Company, Inc. 

Douglas County Lumber Co. 

Eastlick Milis 

Eclipse Lumber Co. 

Elk Lumber Co. 

Emmerson & Son, R. H. 

Everett Lumber Co. 

Farris Lumber Company 

Federal Pipe & Tank Company 

Fortson Mill Co. 

Forward Brothers Lumber Sales 

Frank Lumber Company 

Freres Lumber Company, Inc. 

Georgia-Pacific Corporation 

Gervais Lumber Company, Inc. 

Giustina Bros. Lumber Co. 

Globe Lumber Co. 

Hammond-California Redwood Company 
(Sub. of Georgia-Pacific Corp.) 

Hanel Lumber Co., Inc. 

Harbor Plywood Corp. 

Hills Creek Lumber Co. 

Hines Lumber Co., Edward 

Hulbert Mill Co., William 

Hulbert & Muffly Company, Inc. 

Hull-Oakes Lumber Company 

Hult Lumber Co. 

Huntington Shingle Company 

International Paper Company 
Long-Bell Division 

Johnson Lumber Company, D. R. 

Johnson Lumber Company, Ralph 
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Ketchikan Spruce Mills 

Kimball Bros. Lumber Company 
Kingsley Lumber Co. 

Kogap Lumber Industries 
Koppers Company, Inc. 

Larkins Lumber Company 
Larsen, Clark & Powell 

Lulay Brothers Lumber Company 
Lumber Manufacturers, Inc. 
Lumber Mills Corporation 
Maloney-Chambers Lumber Company 
McCloud River Lbr. Co., The 
McCormick & Baxter Creosoting Co. 
McGrew Brothers Sawmill, Inc. 
McPherson Lumber Co. 

Medford Corporation 

Mid Willamette Lumber Corp. 
Miller Cedar Lumber Co., E. C. 
Miller Lumber Co., I. P. 

Miller Lumber Co., Inc., M. C. 
Mistletoe Wholesale Company, Inc. 
Molalla Forest Products Co. 
Monroe Lumber Company 
Moore Timber Products, Inc. 
Mountain Fir Lumber Company 
Mt. Canary Lumber Company 
Murphy Lumber Company 

Neal Creek Lumber Company 
Nettleton Forest Products, Inc. 
Nettleton Timber Co. 
Northwestern Lumber & Mfg. Co. 
Nylund Lumber Co. 

Olympic Hardwood Co., Inc. 
O'Neil Lumber Co., J. P. 

Oregon Alder-Maple Company 
Oregon Lumber Company 
Orwaca Land Company 

Pacific Lumber Company, The 
Peirce Lumber Company, Al 
Peninsula Fuel & Lumber Company 
Peshastin Lumber & Box, Inc. 
Pine Mountain Lumber Company 
Pope & Talbot, Inc. 

Rainier Crossarm Company 

Red Blanket Lumber Co., Inc. 
Riddle Manufacturing Company 
Roddiscraft, Inc. (Humboldt Lbr. Div.) 
Rogue River Box Company, The 
Rosboro Lumber Co. 

Ross Lumber Co., Inc. 

Round Prairie Lumber Company 
St. Paul & Tacoma Lbr. Co. 
Santiam Lumber Co. 


Seaboard Lumber Co. 

Seattle Cedar Lumber Mfg. Co. 
Seattle-Snohomish Mill Co. 
Sharp Lumber Company, J. F. 
Shepard & Morse Lumber Co. 
Simpson Logging Co. 

Simpson Redwood Company 
Smith Lumber Co., Ralph L. 
Smith River Lumber Co., Inc. 
Snellstrom Lumber Co. 

Sound Lumber Co. 

Spalding & Son, Inc. 

Standard Lumber & Manufacturing Co. 
Star Lumber Co. 

Stebco Incorporated 

Stimson Lumber Co. 
Summerbell Roof Structures 
Superior Lumber Company 
Swanson Brothers Lumber Co. 
Table Rock Lumber Company, Inc. 
Timber Products Co. 

Timber Products Co. of Oregon 
Timber Structures, Inc. 

Timber Structures, Inc. of Calif. 
Trail Creek Lumber Co., Inc. 
Trinity Alps Lumber Co. 

Trinity National Lumber Corp. 
Twin Harbors Lumber Co. 

Tyee Lumber & Mfg. Co. 

Ukiah Pine Lumber Co. 

United States Plywood Corp. 
Valsetz Lumber Co. 

Van Vieet Wood Products Co. 
Walden Lumber Company 
Walton Lumber Company 
Wauna Lumber Co. 

Weedman Lumber Co. 

West Coast Wood Preserving Co. 
Weyerhaeuser Timber Company 
Whipple Mill, E. G. 

Wildcat Logging Company, Inc. 
Willamette National Lbr. Co. 
Willamette Plywood Corporation 
Willamette Valley Lumber Co. 
Willamina Lumber Company 
Wilson Lumber Company, Steve 
Woodproducts Corporation 
Workman Lumber Company, Paul 
Yoncalla Lumber Co. 





For addresses, key per- 
sonnel and products 
available from each firm 
send for FREE booklet 
“Where To Buy” today! 











DEPENDABILITY, GOOD MANUFACTURING, AND THE FUTURE... 


ASK FOR THEIR PRODUCTS! 


r-. : a ek ——— 
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TOP NEWS 


For Dealers, Wholesalers and Manufacturers 





Regional Specie Associations Vote 
on All-Out Wood Promotion Program 


GROUND RULES for a proposed 
$1,250,000-a-year national wood 
merchandising program were ap- 
proved by the special Wood Pro- 
motion Planning Committee of 
the National Lumber Manufactur- 
ers Assn. at a recent three-day 
meeting in Tucson, Ariz. 

Headed by Willard A. Constans, 
general sales manager of the Ralph 
L. Smith Lumber Co. in Anderson, 
Calif., the committee spelled out 
the intended scope and purpose 
of the program and the area of 
responsibility for the National 
Lumber Manufacturers Assn. N. 
Floyd McGowin, president of 
NLMA, appointed the committee 
following action at the 1957 meet- 
ing of that nation-wide federation 
of lumber groups. 

Other committee members pres- 
ent at the Tucson meeting were 
H. S. Mersereau of the Crossett 
Lumber Co., Crossett, Ark.; T. H. 
O’Melia of the Scotch Lumber 
Co., Fulton, Ala.; Saxton B. Fer- 
rell of Pope and Talbot, Inc., Port- 
land, Ore.; William R. Garnett of 
the St. Paul and Tacoma Lumber 
Co., Tacoma, Wash., and C. J. 
Johnson of Potlatch Forests, Inc., 
Lewiston, Idaho. 

Also attending the Tucson mer- 
chandising meeting were NLMA 
staff members and the managers, 
promotion personnel, and adver- 
tising agency representatives of 
several federated associations. 

Over-all objective of the mer- 
chandising program, according to 
the committee, would be “‘to create 
nationally an atmosphere in which 
NLMA’s regional associations and 
their members can better compete 
against competitive materials.” 

In defining the area of NLMA 
responsibility, the committee em- 
phasized: 

“NLMA’s role in merchandising 
should be that of supplementing 
the merchandising activities of the 
regional associations and special 
care should be taken to avoid 


duplication and conflict.” 

In another action, the commit- 
tee approved the selection of Van 
Sant, Dugdale and Co., Baltimore 
advertising agency, to present the 
program to manufacturing seg- 
ments of the lumber industry 
early in 1958. 

Before the program can be un- 
dertaken as a joint NLMA-federat- 
ed association project, it must be 
approved by regional groups re- 
sponsible for at least 80 per cent 
of NLMA’s income. 

As detailed by the Wood Pro- 


motion Planning Committee, the 
program would provide for: 

1. Advertising in the trade jour- 
nals read by builders, architects, 
engineers, and school officials. 

2. Advertising in other opinion- 
molding publications. 

3. “Educating” building code 
and fire insurance officials in the 
many uses and advantages of lum- 
ber and wood products. 

4. Expanding NLMA’s present 
public relations activities. This 
would include increased prepara- 
tion of textbooks, technical and 
promotional literature, films, trade 
and product publicity. 

5. Encouraging high-school and 
college students to follow careers 
in the technical sciences related 
to the use of wood. 


VIRGINIA HAS NEW TEMPERED GLASS INDUSTRY 


THE VIRGINIA Glass Products 
Corp. has completed this new plant 
in Martinsville, Va., at a cost of 
over $1,000,000, for the manufac- 
ture of tempered glass. The prod- 
uct’s trade name will be Tempar- 
Glas, President William C. Beeler 
announced. 

Employing the most modern 
manufacturing equipment, the 
plant is designed to produce the 
finest quality heat - strengthened, 
precision-tempered glass, Beeler 
said. 

The safety, strength, and beauty 
of Tempar-Glas are engineered to 
make it particularly desirable in 


the building, automotive, television 
and furniture industries. It is said 
to be five to eight times stronger 
than ordinary plate glass of equal 
thickness, and to be unusually 
resistant to impact and thermal 
shock. 

The management of Virginia 
Glass Products has had long ex- 
perience in the glass industry. 
Louis D. Toussart, a pioneer in the 
field of tempered glass, is produc- 
tion manager. Brooks Leavitt is 
sales manager. Artisans have been 
especially chosen for their training 
and skill in the manufacture of 
tempered glass. 
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It’s just as important 
toknow how it’s sold 














PRE-SOLD BY ADVERTISING 


A consistent schedule of consumer and 
trade advertising has made Columbia 
Window Screens—Columbia-matic TEN- 
SION SCREENS or Columbia Tubular 
Aluminum FRAME SCREENS—“brand 
name” merchandise with both builders 
and homeowners. 


PRE-SOLD BY MERCHANDISING 


Hard-hitting broadside and promotional 
materials keep builders constantly alert to 
their cost-cutting, failure-free, consumer- 
appealing features. Easy to stock, easy to 
store Columbia Screens are “custom” made 
to exact measure. Simple, quick installation 
cuts costs across the board. The mark-on is 
substantial, product and dealer backing 








closing tools tested and proved in sales by 
the millions. And you are backed with 
strategically located manufacturing points 
from the East to the West Coasts. That 
makes you No. J for sales and services in 
your trading area. 


YOU HAVE THREE MARKETS 


. new building, remodeling and replace- 
ment. And when you take on the Columbia 
franchise you become = complete window 
screen dealer . . . with either a Columbia- 
matic TENSION SCREEN or Columbia 
Tubular Aluminum FRAME SCREEN to 
meet all potential sales. 





complete. For Complete Information about Columbia Window 


Screens contact your nearest distributor or write Dept. 32. 


Point-of-sale materials second to none give 120 W. Onondaga Street, Syracuse 1, N. Y 
Columbia Dealers sales creating and sales ; oneal 
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EvEi2NTHIne@ 

HINGESON 
STALIN 





LICHTY —OF ‘‘GRIN AND BEAR IT” 


‘Comrade Agent send valuable 
U.S. Industrial Secret ...in America, 


EVERYTHING HINGES ON IT! 


hn © —a 





C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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: 
Once Upon q Time ceramic tile was hard to get . . . hard to sell . . . harder yet to install— 


worst of all, profits often got lost in the melee. BUT... 


Mr. Distributor A NEW DAY 


DAWNS FOR CERAMIC TILE! 
WH QQ bd 


7 | 
































































































Now over half of all ceramic tile is installed with the new adhesive, 
“stick-on” method. It’s quick, clean, and easy—so easy in fact that the “little lady” 






can do it all by herself. But regardless of who does the job, it’s now a “snap” with 






adhesive. There are big changes in tile delivery, too—MISCERAMIC ships promptly 






from a brand new centrally located, fully automated plant. 






MISCERAMIC supplies everything you need—quality floor and wall tile— 






approved adhesive—all the tools—attractive matching accessories. MISCERAMIC 


backs up the goods with literature that turns tile into easy sales. Handsome 






brochures in full color present MiscERAMIC tile in a manner that’s hard to resist. 






Light, bright how-to-do-it booklets spell out and illustrate the easy new 







method of installation. 





Take your information from where you will—ceramic tile is the trend! Trade 


consensus predicts the market to at least double in the coming 12 to 18 months. 






Daily, ceramic tile in construction and in remodeling is hitting new highs. The 






do-it-yourself business in ceramic tile is booming. 











If your present floor and wall lines are resilient only, now is the profitable moment 


to move into ceramic, too. Protected distribution areas are yet available. 






P Get the complete story on MISCERAMIC. 


Misceramic "Tile 
Cleveland, Mississippi 






EVALUATOR REVEALS NEW HOME’S ‘HIDDEN ASSETS’ 


A PROSPECTIVE homebuyer can 
watch the wall of a home being 
built while he sits with a salesman 
in a model home, thanks to the 
New Home Evaluator. This is a 
mechanical device for the builder 
or his salesman to use to demon- 
strate the sidewall construction in 
the selling area of the model home. 

When used, as shown above, the 
evaluator lists 12 other products 
and features which represent the 
“Hidden Assets” in the house. 
These 12 items are interchangeable 
by the builder from a list of 100 
provided in the kit, including in- 
sulation, lath, and plaster. 

The New Home Evaluator is 
part of the Hidden Assets Program 


Central Woodwork, Ga. 
Opens Valdosta Branch 


Central Woodwork, Inc., of 
Georgia this month will open a 
new wholesale warehouse in Val- 
dosta, Ga., to serve lumber dealers 
in south Georgia and north Florida. 
The manager is B. R. Hagan. A 
native of Valdosta, he has been 
associated with the Campbell Coal 
Co. in the area for 23 years as ma- 
terials salesman and warehouse 
manager . 

According to R. T. (Bob) Ed- 
wards, vice-president and general 
manager of Central Woodwork, 
Inc., the 20,000-square-foot ware- 
house in Valdosta will carry the 
same stock as the Atlanta plant. 
This will include fir plywood, stock 


12 


that the United States Gypsum Co. 
recently introduced to help the 
builder lick a big problem — that 
of merchandising quality materials 
and construction in his for-sale 
homes. 

USG advertising in national con- 
sumer magazines is announcing 
the program. The ads point out to 
potential homebuyers that they 
should look not only for apparent 
values but also for the Hidden 
Assets in a home. 

Including a complete publicity 
and promotional package, the 
Hidden Assets Program is avail- 
able to builders and dealer-build- 
ers through local USG representa- 
tives. 


wood window units, trim, mantels, 
attic stairways, and wood paneling. 

Five employees will work in the 
CW warehouse at 621 West Savan- 
nah Avenue, five blocks from the 
center of Valdosta. Russell Dodson 
will be traveling salesman for the 
branch, which will ship by its own 
delivery equipment and public car- 
riers. Dodson formerly was sales- 
man in the Atlanta office. 

Central Woodwork, Inc., of 
Georgia opened for business on 
January 1, 1950, in a 30,000- 
square-foot warehouse at 430 
Bishop Street, N. W., in Atlanta. 
Paul Patton is president of the 
firm. 

Patton and Edwards and several 
of their associates have had long 
experience in all phases of lumber 
products distribution in Georgia. 


Brick Sales Training 


A three-day workshop for brick 
salesmen will be held at Sedgefield 
Inn in Greensboro, N. C., February 
10-12. It will be co-sponsored by 
the Southern Brick and Tile Manu- 
facturers Assn. and Brick and Tile 
Service, Inc., of the Carolinas. 

Parties interested in attending 
should write to James A. Lee, 
SBTMA, 230 Spring Street, N. W., 
Atlanta 3, Ga. Lee and BTSI’s Bob 
Foster will conduct the workshop. 


CONVENTION 
CALENDAR 





FEBRUARY 3 - 5: Southeastern 
Dealer Convention and Building 
Material Show, Biltmore Hotel, 
Atlanta, Ga. Co-sponsored by the 
Alabama, Florida, Georgia, and 
Tennessee dealer associations. 


FEBRUARY 5-7: Middle Atlantic 
Lumbermen’s Assn., Chalfonte-Had- 
don Hall, Atlantic City, N. J. Con- 
vention and exposition. 


FEBRUARY 12-14: Virginia Build- 
ing Material Assn., The Homestead, 
Hot Springs. 

FEBRUARY 13-15: West Virginia 
Lumber and Builders Supply Deal- 
ers Assn., Greenbrier Hotel, White 
Sulphur Springs. Convention and 
exhibits. 


MARCH 4-6: Carolina Lumber and 
Building Supply Assn., Coliseum- 
Auditorium, Charlotte. Convention 
and exposition. 


MARCH 18-20: Louisiana Building 
Material Dealers Assn., Jung Hotel, 
New Orleans, La. Convention and 
exposition. 


MARCH 27-28: Mississippi Retail 
Lumber Dealers Assn., Buena Vista 
Hotel, Biloxi. Convention and ex- 
hibits. 

MARCH 31-APRIL 2: Mid-South 
Convention and Building Material 
Show, Municipal Auditorium, Mem- 
phis, Tenn. Sponsored by Tennessee 
Building Material Assn. 


APRIL 7-8: Kansas Lumbermen’‘s 
Assn., Lamer Hotel, Salina. Annual 
convention. 


APRIL 17-19: Florida Lumber and 
Millwork Assn., Harrison Hotel, 
Clearwater. Annual convention. 


APRIL 27-29: Lumbermen’s Assn. 
of Texas, Coliseum, Houston. Con- 
vention and exposition. 


MAY 19-21: Building Material 
Merchants of Georgia, King & Prince 
Hotel, St. Simons Island. Annual 
convention. 
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MASONITE Makes the 


UAL 


A new sure-fire sales-maker 


MASONITE 


ROYALCOTE ‘Wisty Walnut 


Once again, a profit-winner from Masonite! ®Masonite Corporation—manufacturer of quality panel products. 
It’s Masonite® Misty Walnut—the strong, wee: siete agt F 
hardboard panel with an over-all wood-grain ry ey y ~ 
finish, applied at the factory, with pleasing 
shallow, vertical grooves grouped at 16” inter- 
vals. Just imagine how it will dress up the 
appearance of any room in the home. Large 4’ x 
8’ panels simplify application, and decorative 
grooves minimize nailing and joint problems. MASONITE CORPORATION 
Not only homes but stores, offices, hotels, Dept. SBS-2, Box 777, Chicago 90, Ill. 
public rooms of all kinds offer profitable appli- I’m interested. Tell me more about the opportuni- 
cation possibilities. They’ll all look attractive ties in selling Masonite Royalcote panels. 
and provide enduring low-maintenance service 
with these new high-fashion panels. 
Talk to your Masonite representative about 
Royalcote Misty Walnut. He’ll tell you all about 
the big promotion kit that’ll help you sell more. 
Or send the coupon. 


(Not available west of the Rockies) 
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Here are Weyerhaeuser’s Big 


into the Big Drive 


i) MERCHANDISING 5 


CABIN & COTTAGE 


IDEAS, meter 


National Advertising and 
Direct Mail Campaigns 


To convert new home and farm building planners 
and home modernization prospects 
into buyers at your lumber yard 


GARAGE BUILDING 
IDEAS 


3 


FENCE BUILDING 
IDEAS 


FARM BUILDING 
HOME BUILDING ~ IDEAS 
IDEAS 


“Get in Gear for the Big Year!” 


Weyerhaeuser 4-Square Lumber 
Dealers will gain the benefits of the 
National Sales Drive from this “Big 
5” Sales Program. 


Weyerhaeuser Sales Company 
ST. PAUL 1, MINNESOTA 
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Gears which mesh Lumber Dealers 


for 1958 markets 


NATIONAL ADVERTISING 
TO CONSUMERS 
AND TRADE FACTORS 


e@ Weyerhaeuser’s powerful national ad- 
vertising campaign is geared to improve 
your sales now. Strong national adver- 
tising throughout 1958 is aimed at home 
planners, home owners, the farm market, 
contractors, builders and architects. It is 
designed tostimulate building,remodeling, 
and repair of existing homes and farm 
structures, with lumber and building ma- 
terials purchased through Weyerhaeuser 
4-Square Dealers. 


HOME 


IMPROVEMENT 


MARKET 


CONTRACTORS 
AND 
BUILDERS 


4 


FREE 


DIRECT MAIL TO YOUR 
CONTRACTORS AND BUILDERS € 


e Weyerhaeuser offers lumber dealers 
additional support for these 5 Merchan- 
dising Gears with a brand new publication 
. the “Building News’’. . . created to 
tie your builder customers closer to you 
.. giving them more information about 
Weyerhaeuser products, their uses, appli- 
cations and how to more profitably pro- 
mote and sell them... . to stimulate your 
biggest customers to participate in this 
industry-wide drive using your merchan- 
dising help and your lumber and building 
products. 


CONTRACTORS 
AND 
BUILDERS 


These 5 new merchandising ideas together with 
national advertising and direct mail campaigns 
are good reasons why Weyerhaeuser 4-Square Lum- 
ber Dealers will cash in on a greater share of the 
1958 market. 


Weyerhaeuser 4-SQUARE 


LUMBER AND BUILDING PRODUCTS 
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Six Ways You Can Help Walt Disney 
Put Across National Wildlife Week 


WITH WALT DISNEY, noted 
creator of “True Life Adventure” 
films and cartoon movies, as na- 
tional chairman, National Wildlife 
Week will be observed March 16- 
22. The sponsor is the National 
Wildlife Federation and its many 
state affiliates throughout the 
country. 

The theme of the 1958 obser- 
vance is “Protect Our Public 
Lands.” The campaign slogan: 
“Many people use our public lands. 
Too few work to protect them!” 

Here are six courses of action 
recommended to lumber dealers 
and other conservation - minded 
citizens who want to help protect 
the public lands: 

“1. Make it your business to 
learn about the public lands, their 
uses, and many values. Find out 
what public lands are near your 
home and within your state. Deter- 
mine which of these uses are pro- 
vided by them: scenery; hunting 


PAPER NAMED FOR HER 


Two Girl Scouts admire a bedroom in 
the home of Juliette Gordon Low, 
founder of the Girl Scout movement 
in the United States. The Wayne- 
Gordon home in Savannah, Ga., has 
been faithfully restored and is now 
an active Girl Scout center. The wall- 
paper in this room has long been 
known as Mayfair Chintz, a_ tradi- 
tional Colonial design. At the sug- 
gestion of the Girl Scouts, the wall- 
paper has been re-named the “Juliette 
Gordon Low” by the Birge Co., oldest 
wallpaper producers in America. 


and fishing; camping, picnicking, 
hiking, and riding; nature study 
and photography; skiing, swim- 
ming, boating, and other outdoor 
sports; timber; minerals; water— 
for homes, industries, irrigation, 
and electric power production; and 
grazing for livestock. 

“Learn about the programs of 
your county, state, and Federal 
agencies for managing these lands. 


“2. Start educational campaigns 
in your community. Interest your 
leaders in the protection and care- 
ful management of the public 
lands. Tell civic organizations — 
sportsmen and conservation groups, 
women’s clubs, garden clubs, Lions, 
Rotary, and churchmen — what 
must be done. 

“Point out to leaders the im- 
portance of these lands to the 
recreational enjoyment and liveli- 
hoods of people in your area. 
Teach them that these many bene- 
fits do not come from areas where 
soil erosion and wasteful practices 
have taken their toll! 


“3. Show the people who are 
using the public lands — the 
farmers, lumbermen, mining con- 
cerns, hunters, fishermen, and 
other outdoor enthusiasts that 
their privilege of use does not 
entitle them to abuse. Let these 
people know that no user can 
be permitted to destroy or per- 
manently impair the soil, water, 
mineral, plant, scenic, and wild- 
life resources of these areas. 

“4. Protect and defend city, 
county, state, and Federal parks, 
forests, grazing lands, and wild- 
life areas from encroachments by 
special interests who seek to chisel 
these lands away for their own 
gain. There are untiring efforts to 
pass laws and establish policies 
which give these special interest 
seekers the advantage they want. 

“Our public areas of high rec- 
reation value — parks, wilder- 
ness, hunting and picknicking and 
scenic areas — must be protected 
from unnecessary dams and other 
development schemes. 

“5. Get behind programs of your 
public land agencies. After learn- 
ing of the work these people are 
doing, study the problems they 
face in making the most of our 
rich public land resources. Public 
agencies are often hamstrung by 
political pressures and critical 


fund shortages in their efforts to 
provide proper care of the lands 
they manage. The public expendi- 
ture required to save these re- 
sources is small compared to the 
long-range benefits that are pos- 
sible with careful management. 

“6. Support the efforts of pri- 
vate conservation organizations. 
With your help they can defend 
wildlife and recreational resources 
against attack from people who 
seek selfish ends or political gain.” 


RPAOCOVING UP 
im the industry 





Masonite Corp. . ORCUTT W. 
FROST has been appointed director 
of research and development for 
this Chicago-based producer of 
hardboards. A forestry graduate 
of the University of Minnesota, 
Frost has served with the Wood 
Conversion Co. as board mill su- 
perintendent; with the United 
States Gypsum Co. as plant super- 
intendent, works manager, and 
research laboratory supervisor; 
and with the Forest Fiber Prod- 
ucts Co. and, most recently, with 
the Oregon Fibre Products Co. as 
general manager. 


New York Public Library 
GILBERT W. CHAPMAN, president of 
the Yale & Towne Manufacturing 
Co., is the new president of this 
repository of printed intelligence 
and amusement. 


Keystone’s 
Lyle H. 
Rickards Jr. 


Keystone Steel & Wire Co. ... 
LYLE H. RICKARDS JR. has been ap- 
pointed building trade sales rep- 
resentative for Keystone. Rickards, 
a graduate of Grove City College 
in Pennsylvania, will represent 
Keystone in New England, Penn- 
sylvania, and the Eastern seaboard 
states as far south as Virginia. 


Olin Mathieson Chemical Corp... . 
DR. W. E. HANFORD has been ap- 
pointed vice-president for re- 
search. Before joining Olin Math- 
ieson last July as assistant to the 
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For weather-resistant siding... 
suggest INCENSE CEDAR 


...durable, workable and carefully dried 









































INCENSE CEDAR - one of the country’s best 
siding materials. Incense Cedar weathers beautifully, and 
it provides a high dimensional stability against swelling 
or shrinkage. For protection against heat and cold, 
Incense Cedar is one of the finest wood insulators. It 
readily takes—and holds—paint or any of the many varieties 
of modern finishes. With Incense Cedar, you have one 
of the finest siding materials available. 

For paneling and woodwork, Incense Cedar is also a 
popular choice because of its characteristic knots, 
graceful grain and fine workability. It is resistant to daily 
wear and is easy to maintain. Incense Cedar is usually 
available in mixed car shipments. Inquire from your 


Western Pine Mills. 
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Write for FREE illustrated folder 
about Incense Cedar to: 

WESTERN PINE ASSOCIATION, 
Dept. 702-K, Yeon Building, 
Portland 4, Oregon. 


Western Pine Association 
member mills manufacture these woods to high 
standards of seasening, grading and measurement 


idaho White Pine - Ponderosa Pine - Sugar Pine 
White Fir - Incense Cedar - Douglas Fir + Larch 
Red Cedar-Lodgepole Pine -Engelmann Spruce 


Today’s Western Pine Tree Farming Guarantees Lumber Tomorrow 


For more details on above items, use Coupon on Page 66 





president for research, Dr. Hanford 
was vice-president and director of 
the M. W. Kellogg Co. Hanford is 
a graduate of the Philadelphia 
College of Pharmacy and Science. 
He received his masters degree and 
doctorate from the University of 
Illinois. 


Stanley Works WALTER F. 
SCHULTZ JR. has been appointed 
sales representative for Stanley 
Tools. His sales territory will be 
Washington, D. C., Maryland, Vir- 
ginia, and North Carolina. Schultz 
joined Stanley as a sales trainee 
in 1955. 


International Molded Plastics, Inc. 
. . . HAROLD H. GOLDSTEIN has been 
appointed to the new post of prod- 
uct sales manager for the Structo- 
glas Division. Goldstein, a gradu- 
ate of the University of Miami, was 
formerly jalousie sales manager 
for the Ludman Corp. of Miami. 


Wood Conversion Co. ... W. H. 
REZANKA JR. has been appointed 
assistant sales promotion manager 
for building products. For the past 
three years, Rezanka has been 
building products salesman in the 
Saint Paul territory. An active 
member of the Hoo-Hoo lumber- 
men’s fraternity, he has been af- 
filiated with Wood Conversion Co. 
since 1937. 


Ruberoid Co... . PHILLIP S. BETTOLI 
has been named as the director 
of research of this New York firm. 
A graduate of the University of 
California, Bettoli joined Ruberoid 
in 1945 as a research chemist. He 
became chief research chemist in 
1948, and has been assistant di- 
rector of research since 1952. 


Bettoli 


Rockwell Manufacturing Co... . 
WALTER N. MULLEN has been ap- 
pointed district sales manager for 
this company’s Delta Power Tool 
Division. Mullen was formerly At- 
lanta district sales manager for 
Gray Co., Inc. His headquarters 
are at 2948 Brentwood Road in 
Decatur, Ga. 


Hoven 


Meyer 


Bestwall Certain-teed Sales Corp. 
. . . Advanced to new managerial 
posts in this Ardmore, Pa., sales 
firm for asbestos and asphalt build- 
ing materials are M. C. HOVEN and 
A. L. MEYER. Since he joined Cer- 
tain-teed in 1936 as a salesman 
in Seattle, Hoven has progressive- 
ly served as assistant district sales 
manager, district sales manager, 
and finally as sales manager for 
both the Eastern and Western di- 
visions. His new position is as roof- 
ing and siding products sales man- 
ager. Meyer joined Certain-teed 
in East St. Louis, Ill., in 1928 and 
successively served as district of- 
fice manager, gypsum merchandis- 
ing manager, administrative assist- 
ant to the general sales manager, 
and last as Central division sales 
manager. Meyer now is sales man- 
ager of gypsum products for the 
Bestwall Certain-teed Sales Corp. 


Atlantic Steel Co... . New assist- 
ant general sales manager for this 
Atlanta, Ga., producer of Dixisteel 
products is GORDON E. BROOKS. With 
Atlantic Steel since 1933, Brooks 
has served in the order and sched- 
uling departments, as north and 
central Georgia sales representa- 
tive, and as Atlanta territory sales 
representative. CONNOR F. NELSON 
JR. succeeded Brooks there. 


Weyerhaeuser Sales Co... . This 
national lumber marketing firm 
with headquarters in St. Paul, 
Minn., has two new vice-presi- 
dents. Elevated to this office by 
Weyerhaeuser are A. W. CLAPP and 
EARL ARTUHR. Clapp has been with 
the company since 1927. He began 
as a salesman in the Central divi- 
sion, of which he has been man- 
ager since March ’53. Vice-Presi- 
dent Arthur joined Weyerhaeuser 
as a West Coast sales representa- 
tive in 1930. He has served as 
Coast Mills sales manager since 
January 754. 


Federal Housing Administration 
. . . New FHA director for the 
northern district of Florida is JOHN 
ARTHUR GRUBBS. A graduate of the 


University of Georgia, this 41- 
year-old native of Gainesville, 
Fla., replaces retiring Martin H. 
Moyer. Grubbs has been vice- 
president and sales manager of 
Hugh Edwards, Inc., a Gainesville 
homebuilding firm that has built 
500 houses in the past five years. 
He has also served as general man- 
ager of Contractors’ Supply, Inc., 
in Gainesville. 


Aluminum Co. of America 
WILLIAM §. ELLIS JR. has succeeded 
F. J. Close as manager of residen- 
tial sales for this aluminum prod- 
ucts producer. A graduate of Ala- 
bama Polytechnic Institute, Ellis 
joined Alcoa in 1945. He served 
as advertising and promotion man- 
ager of Alcoa’s Care-free Homes 
program during the past year. 
Close continues as Alcoa’s market 
development manager. 


Seidlitz, Sweney Merge; 
Radford Is Tech. Head 


RICHARD D. 

RADFORD, 

right, is now 

technical direc- 

tor of the Seid- 

litz Paint and 

Varnish Co. of 

Kansas City, Mo. 

Before joining 

Seidlitz as chief 

chemist of the 

industrial _fin- 

ishes laboratory, this native Kan- 
sas Citian was research develop- 
ment chemist for another paint 
manufacturer. 

According to R. W. Brown, man- 
ufacturing vice-president of Seid- 
litz, Radford now is in complete 
charge of, and responsible for, 
Seidlitz trade sales, industrial and 
vehicle laboratories, and person- 
nel. 

W. H. Sweney & Co. of St. Paul, 
Minn., recently was merged with 
the Seidlitz Paint and Varnish Co. 
W. Homer Sweney has been ele- 
vated from the presidency to the 
chairman of the board of the 
Sweney firm. W. H. Sweney Jr. 
is the new president and also a 
senior vice-president of the Seid- 
litz company. 

The Sweney firm has marketed 
Lion Brand paints in six North 
Central states through independent 
dealers since 1884. Sweney also 
manufactures and markets Lion 
Brand Colorizer paints in the 
region. 
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HARDTNER LUMBER AND SUPPLY COMPANY, Shreveport, La., 
more than doubled its paneling sales after installing a Weldwood 
Department. The firm saved space by mounting the panel dis- 
play as sliding cabinet doors . . . uses space behind for storage. 
“And as a selling tool,” says manager J. H. Gaiennie, “it helps a 
prospect ‘see’ his room paneled in wood before he buys.” 


OITA 


BENSON LUMBER COMPANY, Pawhuska, Okla., reports, “Our 
paneling sales have quadrupled.” Manager Don Edwards says 
the company enjoyed a big surge in paneling and related item 
sales following the installation of a new Weldwood Department. 
“For every dollar's worth of paneling, we usually sell as much 
in accessories like trim, lumber, hardware, and contact cement.” 


How to step up profits despite fewer new home starts 


At a time when home building starts had fallen off in 
their areas, these two lumber dealers found a new way 
to profit from the booming home improvement industry. 
Here’s how: 

Each installed a Weldwood Department around the 
new Panel Parade display in his sales office. Not only 
did paneling sales spurt as soon as the display was put 


| 
| 
‘ | 
Weldwood : 
WOOD PANELING 
| 

| 

| 


A product of United States Plywood Corporation 


WELDWOOD-—FOR PLYWOOD, HARDBOARD, 
WOOD FINISHES, ADHESIVES 
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in, but in most cases there was a pronounced shift from 
cheaper to higher priced paneling. The result: each 
dealer reports tremendous dollar volume increases in 
his paneling business. 

Ask your Weldwood representative how you can put 
a profit-building Weldwood Panel Parade on your sales 
force. Or send the coupon for full information. 


United States Plywood Corporation 
55 West 44th Street, New York 36, N. Y. 


$B5 2-58 


Please send me information on how I can put a Weldwood 
Panel Parade in my showroom and receive free training for 
my salesmen. 


NAME. 


COMPANY .. 


ADDRESS 


CITY 
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MetaLane Weatherstrip gives positive weather protection 
—keeps windows operating freely—never wears 


Monarch goes far beyond the usual anodiz- 
ing process to perfect the aluminum from 
which MetaLane® is made. Several other 
finishing steps are added, including final 
sealing of the surface with a permanent 
anti-friction lubricant. 


Because of this Monarch exclusive, Meta- 
Lane-equipped windows always operate 
easily without binding. The impervious 
surface of this perfect weatherstrip material 
defies pitting and corrosion. It will never 


MONARCH METAL WEATHERSTRIP CORP. 


“run” and stain surrounding masonry or 
millwork; will never lose its bright silvery 
beauty; will never wear. More than this, 
MetaLane’s resilient weather-tight seal 
against cold, dirt and dampness will last 
as long as the windows—and doors—on 
which it is installed. 

Specify MetaLane Weatherstrip on all the 
doors and window units you sell. It offers 
builders and home owners the greatest 
value available at a cost no higher than 
ordinary weatherstrip. 


6343 ETZEL AVE. ¢ ST. LOUIS 14, MISSOURI 
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the ideal metal roofing nail 


i SEALS ITS OWN HOLE! 


*Made under patent number 2077784 


The ideal roofing nail in the ideal package—handy 50- 
pound Nail Caddy. 

Sell this nail with the full assurance that it can’t be 
over-driven; that its head will not fly off because of con- 
traction or expansion of roofing during weather changes 
or high winds; that the lead head will spread and seal the 
nail hole to prevent leaks. 

Display DixisteeL Lead Head Nails where customers can 
see them—and watch sales grow! 

Order from your wholesaler or jobber. 


® Free samples on request! 


Packed in 50-Pound Nail Caddy 


EASY TO STORE 
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SUPPLY and DEMAND 





Outlook for Good 
Year Grows Brighter 


Although some factors point to 
a continuing leveling off or slight 
letdown in business volume for a 
few months, the outlook for an 
increasing volume of new home 
construction and home improve- 
ments grows ‘brighter almost by 
the day. 

Mortgage money is becoming 
more available in many areas. The 
Federal Housing Administration 
and private agencies are easing 
demands for down-payments and 
short terms. Families are not buy- 
ing cars and appliances as freely 
as in recent years, yet they have 
accumulated savings they can in- 
vest in new homes and home im- 
provements. 

In a recent forecast, Harold R. 
Berlin, vice-president of the 
Johns-Manville Corp., declared 
that “an excellent year for con- 
struction is shaping up.” He listed 
basic factors in favor of more 
housing activity as an upsurge in 
the number of married couples, 
suburban and regional migration 
of families, and house demolition 
due to road construction and urban 
rehabilitation. 

“Adding these basic factors to- 
gether,” Berlin said, “the over-all 
demand for housing far exceeds 
1,000,000 annually. As long as we 
build no more than 1,000,000 new 
homes annually we are producing 
a huge log-jam of deferred de- 
mand. It may be suppressed for a 
time by tight money or general 
business decline, but the longer the 
repressing the greater the accumu- 
lating backlog that can explode 
into action at almost any time.” 


Housing Starts Exceed 
1,000,000 for 1957 


According to the preliminary 
estimate of the U. S. Bureau of 
Labor Statistics, non-farm dwell- 
ing starts in December totaled 62,- 
000. Total starts in December ’56 
was 63,600. 

The December total and an up- 
ward revision of the September 
estimate of starts brought the 1957 
total to a preliminary estimate of 
1,039,200 units. This is 78,900 units 
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less than for the year of 1956. 

In this preliminary ’57 estimate, 
public housing accounted for 49,- 
500 units — more than double the 
1956 figure — and the largest pub- 
lic-housing total in five years. The 
increase was primarily in dwelling 
units begun at military bases under 
the Capehart housing program. 


Lumber Gets Boost 
and Knock in Texas 


Prospects for more wooden 
school structures were brightened 
by the recent signing of a Texas 
law by Governor Daniel. This law 
makes the bonds on school build- 
ings made of wood have the same 
maturity as the bonds on steel, 
brick, or steel buildings. 

Despite the evidence presented 
by lumber industry officials and 
construction leaders, the City 
Council of El Paso, Tex., recently 
ruled out the use of wooden shin- 
gles and wooden frame siding for 
construction purposes in E] Paso. 
The reason given was that such 
material would increase fire haz- 
ards and result in higher fire in- 
surance rates. 


FHA Waives Closing 
Costs, Changes Discts. 


FHA Commissioner Norman P. 
Mason last month announced two 
steps to give added impetus to the 
increase in homebuilding activity 
that has recently become evident. 
He also said that in view of the 
increasing availability of mort- 
gage funds, no change is contem- 
plated in the maimum rate of in- 
terest for FHA-insured loans. 

FHA homebuyers no longer are 
required to pay closing costs in 
cash. The cash-payment require- 
ment was instituted in April, 1955, 
as an anti-inflationary measure. 
Under the new regulation, the clos- 
ing costs may be included in the 
amount of the loan if the value of 
the property is high enough, or if 
builders and sellers can arrange 
to pay the closing cost. 

Commissioner Mason also an- 
nounced adjustments in permitted 
discounts on FHA-insured mort- 
gages. New regulations will allow 


some increase in discounts in areas 
where mortgage money continues 
to be scarce, and reductions in 
areas where mortgage funds have 
become more raadily available. 

These changes in permitted dis- 
counts, based on reports from 
FHA field offices, were decided up- 
on in order to make mortgage 
money equally available to Ameri- 
can families regardless of their 
geographic location: 

Increase from 2 to 2% points in 
Arkansas, Kansas, Louisiana, Mis- 
souri, Oklahoma, and Texas. 

Reduction from 2 to 1% points 
in that portion of northern Vir- 
ginia. 


Appearance Grades Set 
for Structural Timbers 


Three basic appearance grades 
of glued laminated structural tim- 
bers, affording additional econ- 
omies in wood construction, are 
incorporated in the second edition 
of “Timber Construction Stand- 
ards,” issued by the American In- 
stitute of Timber Construction, 
according to Frank J. Hanrahan, 
executive vice-president. 

The new standard appearance 
grades are “industrial,” ‘archi- 
tectural,” and “premium.” They 
were established to help designers 
specify the type of product that 
is consistent with the end use of 
a structure in providing suitable 
appearance at an appropriate cost. 

The appearance grades apply 
only to the surfaces of glued lami- 
nated wood members. They do not 
modify the design stresses, fabri- 
cation controls, grades of lumber 
used, nor other provisions of the 
standards for structural glued 
laminated lumber. 

In warehouses, industrial build- 
ings, garages, and similar struc- 
tures, where appearance of the 
wood members is not of primary 
concern, the “industrial’’ appear- 
ance grade would be suitable. 

In other structures where ap- 
pearance is an important require- 
ment, the “architectural” grade 
would be more appropriate. 

“Premium” appearance grade, as 
its name implies, is recommended 
for uses requiring the finest ap- 
pearance, as in churches, schools, 
homes, and some types of com- 
mercial buildings. 
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SALESMAKER: 
WIND-SAFE ROOFING 


WWavunld. 
in Wiling! 


Ruberoid’s exclusive Wind Warranty is mak- 
ing extra roofing sales for Lok-Tab dealers 
all across the country. This written warranty 
covers every Lok-Tab asphalt shingle against 
wind damage—even in hurricanes and torna- 
does! Only Lok-Tabs have the patented lock- 
ing tab that firmly secures every shingle butt 
from the moment the roof is applied. What’s 
more, Lok-Tabs are now available in a wide 
range of sales-tested Trend Colors. The Lok- 
Tab is a Ruberoid quality asphalt roof shingle 
with big exclusive features that mean extra 
sales and profits. See your Ruberoid represent- 


ative. 


RUBEROID 


K-TAB 
ASPHALT SHINGLES 
The RUBEROID Co. 


ASPHALT AND ASBESTOS 
BUILDING MATERIALS 


Headquarters Office: 
500 Fifth Avenue, New York 36, N. Y. 


District Sales Offices: 
Baltimore, Maryland — P. O. Box 5166 
Dallas, Texas — P. O. Box 5607 
Mobile, Alabama — P. O. Box 1367 
Savannah, Georgia — P. O. Box 1183 
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‘DEPA 


TESTED 


" UALITY,’ , 


in Fir Plywood 


a" Million-dollar ways DF PA builds sales for you 


1. National Aeonine 2. Field Promotion Men 3. Mucdentbiten Aids* 
pre-sells all your customers—hard-hit- act as “extra salesmen” working for Colorful array of practical, new sales 
ting ads aim at builders, architects, you in your area, contacting your key _tools for your own promotion: litera- 
industrials, plus big full-color ads in customers. Every prospect is told: ture, ad mats, displays... plans for 
leading home magazines. “Buy from your lumber dealer!’ everything from boats to built-ins. 





*Write (USA only) Douglas Fir Plywood Association, Tacoma 2, Washington, for ples and complete information. 


REMEMBER! Stock and sell only DFPA quality grade-trademarked plywood 
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Because the Advertisers (Whose Money ig hig 

chief income) insist upon Wing the types 

of people (by industry or Profession, by title) 

for Whom th Magazine ig edited — and how 
Many are &etting it. 

he Presentation, 

dvertisers and to have 

Ya disinteresteq 

rty, nearly 450 Publishers have joined 

Some 200 leading advertisers and advertising 

agencies in 4 non-profit organization Called 

USinegs Publications Audit, 

he Purpose of BPA igs to assure advertisers 

++. by frequently checking and Techecking 

- +» that each Member Publisher jg indéed dis. 

tributin his Magazine, in the numbers 

Promised, to the types of men he Promised 

Would Teceive it. 


The BPA Symbol in this Magazine means 
that you belong , -. that because Of your oc- 
Cupationa] interests you are qualified, in the 
eyes of the advertisers, to Teceive it. 

The advertiser can thus tel] Whether he’s 

is Money’s Worth, 
he Publisher has a better Sales Story to 
Prospective advertisers because his Magazine 
is “audited.” 


-- In the interest of better 
Communications between makers and 
Markets, 


BUSINESS PUBLICATIONS 
AUDIT of CIRCULATION, INC, 


420 Lexington Avenue New York 17,N. Y. 
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OCONEE 


Clay Products Company 
MILLEDGEVILLE, GEORGIA 


Right With Us in the South 


DEALERS PIPE 


and money, because it needs no pampering .. . 


| idan supplies dealers and manu- 

facturers of Clay Pipe form a close 
partnership in today’s big job of 
providing materials for urgently-needed 
housing. Kilns are running day and 

night to push Clay Pipe production to new peaks. 
Clay Pipe is in constant demand because contrac- 
tors and builders like its dependability and ease 


of installation. Clay Pipe saves the dealer time 


can be stocked outdoors without rusting, staining 
or deteriorating. It brings steady profits with 
little effort or sales expense. In every way, Clay 
is “The Dealer's Pipe”! 


OCONEE 


Clay Products Company 


MILLEDGEVILLE, GEORGIA 
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SPECIAL S*B+*S REPORT 


THE OUTLOOK 
from WASHINGTON 


ONE OF THE MOST CRITICAL 
Congressional sessions’ since 
World War II has just started in 
Washington. The overriding is- 
sues will center about how to 
build American strength for sur- 
vival in the Space Age that was 
touched off by Sputnik. But 
there’ll also be considerable con- 
cern focused on the slide in busi- 
ness. 

However, the gravity of the 
situation won’t rule out politics. 
This is an election year and 
Democrats think they have the 
GOP on the run because of mis- 
sile lags and rising unemploy- 
ment. But Republicans will back 
investigations, too, to demon- 
strate to the home-folks that 
they are also opposed to com- 
placency. The dominant concern 
for defense will affect the voting 
on a long list of issues—budget, 
tax, school, and foreign aid. 

This Congress is bound to vote 
the highest budget in this na- 
tion’s peace-time history for the 
1959 fiscal year that begins next 
July 1. The President has sug- 
gested a substantial hike over 
current spending to pay for more 
missiles, education, foreign aid, 
and other “defense” items. But 
he wants to cut some non-de- 
fense programs to keep the bud- 
get in balance. 

Congress, however, is in a 
spending mood and will write its 
own budget. It will push for even 
more defense spending than the 
President proposes. And it won’t 
slash those non-defense pro- 
grams—veterans’ benefits, farm 
aid, housing—that so many law- 
makers think their voters want. 
Result may be a Federal deficit 
of at least $2 billion for fiscal 
’59—first deficit in four years. 

Consequently, Congress will 
have to lift the debt limit at the 
current session, perhaps to $280 
billion from the present $275 
billion lid. 


TAX CUTS FOR INDIVID- 
UALS are less likely this year 
as a result of the deficit that 
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now looms for fiscal ’59. But the 
door can not be closed all the 
way before spring. If business 
gets worse than expected, Con- 
gress would overlook a _ big 
deficit and rush to cut rates — 
perhaps 10 per cent. This could 
be done by raising exemptions 
from $600 to $700. 

It is obvious that corporations 
will have to wait two or more 
years before they get any tax 
relief. 

But here are some special 
changes in taxation that do have 
a chance, for the House has 
passed some of these and many 
Senators approve: 

ESTATE TAXES may be 
made payable over 10-year 
periods where prompt payment 
forces distress sale of a sound 
enterprise. 

RAPID DEPRECIATION of 
newly-purchased used equipment 
may be permitted under regula- 
tions like those current on new 
items. 

RETAIL EXCISES may be 
revised to make for more con- 
sistency. 

NON-PAYMENT of social se- 
curity and income taxes with- 
held from payrolls will bring 
stiffer penalties for those who 
“borrow.” 


OF INTEREST TO BUSI- 
NESS will be considerable legis- 
lation to be taken up by Con- 
gress next year despite the 
emphasis on missile-crisis ques- 
tions. Most of it will have second 
priority, after the lawmakers 
get through with the budget and 
related issues. But, even after 
these measures are considered, 
few will be approved due to the 
blocking tactics of politics and 
special factors. 

Here are some major legisla- 
tion moves of interest to busi- 
ness: 

ANTITRUST — Bills to re- 
quire advance notice of big 
mergers to the government — 
and to put packers under Federal 
Trade Commission rules — may 


pass. Nothing will happen, how- 
ever, on price discrimination. 

SOCIAL SECURITY — Dem- 
ocrats will try for lower retire- 
ment ages and bigger benefits. 
But they won’t put them over 
this year. 

NATURAL GAS — Freeing 
prices of U. S. control will fail 
again. 

TRANSPORTATION — Rail- 
roads will ask Congress to let 
ICC fix rates without regard to 
other carriers. But the truckers 
will block. 

POSTAL RATES — Higher 
first-, second-, and third-class 
rates will be voted. So will pay 
hikes for postal and other Fed- 
eral employees. 

ATOMIC ENERGY — Con- 
gress may finally authorize Fed- 
eral building and ownership of 
power units and research ex- 
change with Allies. 

SMALL BUSINESS — the 
Small Business Administration 
will go on two more years as 
Federal agency. 

HOUSING — Little action 
since measures enacted last year 
permit Federal latitude in some 
mortgage and financing areas. 
The GI housing program will 
wind up in July. 


IN THE REALM OF LABOR, 
Congressional legislation prom- 
ises to be a big item this year. 
Measures that probably won’t 
pass are a national right-to- 
work law, control of union elec- 
tions, and wage-hour limits for 
trade and services. But on Taft- 
Hartley and union finances, 
these labor laws are likely: 

Congress may ban secondary 
boycotts; toughen penalties on 
employer-union collusion; give 
workers who strike for economic 
goals the right to vote in Labor 
Board elections; and let the 
Board certify building unions 
without elections. 

On finances, unions will prob- 
ably be required to file public re- 
ports on welfare funds and dues 
income or face fine or prison. 
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Both style and durability 
outlast the longest mortgage 
with PALCO Architectural Quality Redwood 


Whether loan money is “tight” or less restrained, 
permanent values are always vital to architect, builder, 
owner and lending agency. Things of intrinsic beauty, such 
as redwood in good exterior or interior design, will be as 
much in style and demand two decades and more from now. 
Inherent resistance to weather, insects and decay —unsur- 
passed dimensional stability and freedom from shrinkage 
and swelling—top paint holding ability—these are the assur- 
ance of structural soundness to defy centuries. 

801 


Recently completed West Coast Motel — Campbell 
& Wong, Architects—Photo by Roger Sturtevant 


But the name “redwood” alone has no magic. Skilled con- 
trol from forest to homesite are essential to bring out and 
preserve these qualities. PALCO Architectural Quality 
Redwood is recognized for greatest uniformity of grade, the 
most rigid control in kiln drying procedures, and care in 
shipment. Yet you can specify this premium quality at no 
extra premium in cost. 

See Sweet's Architectural File, or write for your personal 0 em 


reprint of the bulletin outlining specification date, PALCO © in 
Redwood patterns, sizes, grades, grains, etc. 


Sposty te bub in Qdowed (DA OOD, 


THE PACIFIC LUMBER COMPANY 


Since 1869 +* Mills at Scotia, California 
100 BUSH ST., SAN FRANCISCO 4 © 35 E. WACKER DRIVE, CHICAGO 1 © 2185 HUNTINGTON DRIVE, SAN MARINO 9, CALIF. 


MEM EEE. OF C-At. £2 CO OME A 
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New Andersen 
brings you quality and 








Ideal for any room! Big 5’10” high Beauty-Line units illustrated can easily be joined together to form 
a glamorous WINDOWALL! Beauty-Line Windows are available in seven sizes, with four heights, two widths. 








Packed for easy handling ! Factory Three hardware choices available. Bar-Lock* provides tight closure Roto-Lock works under screen. 
packaging protects new Beauty- Standard lock (above) pulls sash in underscreen operation at low Dual arms pull sash ends in snug 
Line Windows, makes storage tightly shut to assure absolutely cost. Hardware is interchangeable and tight to seal out rain, dust 
and handling safe and easy. weathertight seal. on all units. and moisture. 
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Beauty-Line window 
beauty at low cost! 


New wood window units from Andersen can step up your window sales! 


Here’s a new, versatile window idea from Andersen 
that can help you boost your sales! It’s the Andersen 
Beauty-Line*—featuring a fixed upper sash over an 
awning style lower ventilating sash . . . both combined 
in a single unit for easy handling and fast installation. 

Simplified construction makes the new Beauty-Line 
Window Units a “best buy’—with a low cost per 
square foot. Yet, like all Andersen WINDOWALLS, 
these versatile new units feature Andersen precision 
construction ... Andersen quality throughout. Wood 
parts are toxic-treated for long life and complete 
protection from rot or termites. They’re available in 


seven sizes, with four heights, two widths. A// sizes 
can be joined together to form mullions and triples. 
Or, they may be used in conjunction with other 
Andersen WINDOWALLS. 

The new Beauty-Line comes completely assembled 
and packaged. Optional features include glazing with 
welded insulating glass, removable double glazing, 
aluminum screen, choice of three types of operating 
hardware. 

For complete information on the new Andersen 
Beauty-Line Units, see your Andersen WINDOWALLS 
distributor—or write direct to Andersen Corporation. 


*Patents Pending 


Andersen Windowalls are quickly available from 
complete stocks of these distributors: 


ALABAMA 
Birmingham Sash & Door Co. 
Birmingham 


LOUISIANA 
Davidson Sash & Door Co. 
Alexandria, Lafayette and 


NORTH CAROLINA 
Huttig Sash & Door Co. 
Charlotte 


FLORIDA 


Huttig Sash & Door Co. 
Jacksonville 


GEORGIA 
Huttig Sash & Door Co. 
Atlanta 


KANSAS 

Rock Island Wholesale Co. 

Wichita 

United Sash & Door Co. 

Wichita 

KENTUCKY 

Huttig Sash & Door Co. 

Louisville 

Weyerhaeuser Distributing 
Yard 

Louisville 


Lake Charles 


New Orleans Sash & Door Co. 


New Orleans 
United Sash & Door Co. 
Baton Rouge 


MARYLAND 
Morgan Millwork Co. 
Baltimore 


MISSOURI 


American Sash & Door Co. 


Kansas City 
Lumberman's Supply Co. 
St. Joseph 

Huttig Sash & Door Co. 
St. Louis 

Toombs & Co. 
Springfield 


TENNESSEE 

Huttig Sash & Door Co. 
Knoxville and Nashville 
Memphis Sash & Door Co. 
Memphis 


TEXAS 

Davidson Sash & Door Co. 
Austin 

Huitig Sash & Door Co. 
Dallas 


VIRGINIA 

Huttig Sash & Door Co. 
Roanoke 

Morgan Millwork Co. 
Arlington 


WV ANDERSEN CORPORATION + BAYPORT, MINNESOTA 
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the specified 
masonry reinforcement 


preferred 
EVERYWHERE! 


a Bee 





Slim 
steel rods 
embed in 

mortar 
joints. 


All segments of the building industry depend on 

Dur-O-waL masonry wall reinforcement. This fab- 

ricated, high tensile steel reinforcing member scores 

on performance . . . safeguards masonry beauty. 

Available throughout the continent Dur-O-waL is 

ready for delivery to your building sites to provide 
hidden quality for superior 
construction. 





TRUSSED DESIGN 
N\, BUTT WELD 
\DEFORMED RODS 


Dur-O-wal. 





Rigid Backbone of Steel For Every Masonry Wall 


Dur-O-wal Div., Cedar Rapids Block Co., CEDAR RAPIDS, 1A. Dur-O-wal Prod., 
Inc., Box 628, SYRACUSE, N.Y. Dur-O-wal of II!., 119 N. River St., AURORA, ILL. 
Dur-O-wal Prod. of Ala., Inc., Box 5446, BIRMINGHAM, ALA. Dur-O-wol | 
Prod., Ine., 4500 E. Lombard St., BALTIMORE, MD. Dur-O-wal Div., Frontier Mfg. | 
Co., Box 49, PHOENIX, ARIZ. Dur-O-wal, Inc., 165 Utah St., TOLEDO, OHIO } 
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I CANNOT TELL A LIE. 
GARDNERS !5 BEST// 








oar. 

















* WATERPROOFING COMPOUNDS 
* ROOF CEMENT 
* ROOF COATING 


GARDNER 


ASPHALT PRODUCTS CO. 


POST OFFICE BOX 5776 TAMPA, FLORIDA 





IMME DIATE 
DELIVERY ANYWHERE 





IN THE 
SOUTHEAST 
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@ OPERATING UNDER a cost control 
system devised by the owner’s 
wife, Walker-Hallowell, Inc., in 
Sarasota, Florida, grosses $2,500,- 
000 in sales volume per year — 
while maintaining a daily picture 
of costs, sales, inventory, and 
profits! 

With this rigid control, the com- 
pany has not sold a single item 
under cost for the past four years; 
it keeps an accurate insurance 
record of items on hand in each 
storage building; and it runs a 
$600,000 yard in Venice with 
only a superintendent and two 
assistants. 


Cost Control System 
Assures Profits 


Interview by C. LORENTZSON 
Photographs by Donald L. Moore 


Jacob J. Walker Jr., manager and owner of 
Walker-Hallowell, Inc., building supply deal- 
ers in two Florida cities, considers “the best 
day’s work in my life” was when he mechan- 
ized his accounting system on a daily basis. 


The company’s efficient, mech- 
anized cost control system was 
born of necessity seven years ago, 
according to Jacob J. Walker Jr., 
owner. “We operated then like 
most yards have for years,” he 
explained. 

“We posted everything by hand; 
had no idea about daily costs or 
gross profits; and didn’t know for 
sure where we were from year 
to year. If we sold items under 
cost, we did not usually catch 
these errors, and the resulting 
leakage was considerable. 

“T remember also when we had 
15 men to run a $500,000 build- 


ing supply yard, but the ineffi- 
ciency of that type of operation 
became clear after the cost con- 
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trol system was begun. We have 
now converted our total operation 
to the use of fork-lift trucks, cut- 
ting out large labor expenses, 
pruning hours off delivery and 
storage time, and eliminating the 
harem-scarem storage of all of 
our items so that inventorying is 
now accurate and almost immedi- 
ate.” 

Walker-Hallowell, Inc., oper- 
ates two yards. The one in Sar- 
asota, Fla., grosses $200,000 per 
month. The other in Venice, Fla., 
grosses $50,000 per month. The 
Venice yard at present turns its 
inventory every 20 days. Each of 
these yards is reported on a sepa- 
rate daily sales and profit report, 
and the daily total for both yards 
is shown on a combined report. 

Dealer Walker gave S-B-S 
these details of how his cost con- 
trol system works: 

“Beginning with the sale, we 
have a five-copy snap-out sales 
ticket upon which all daily de- 
liveries are written. The first and 
fifth copies of this form go with 
the driver on delivery. The origi- 
nal is signed by the purchaser and 
returned to the office. The fifth 
copy is given to the customer. 

“In the office, the original is 
priced by a member of the sales 
force from a previous estimate, a 
quotation to the customer, or from 
a list price in a price book. Then, 
the items purchased are priced 
and extended by calculator by this 
person. 

“After this, a girl checks the 
footage — not the price or the 
extensions but the footage — on 
the ticket. (Later, the price and 
extensions are accurately double- 
checked as part of the machine 
operation, but an error in the foot- 
age must be caught first, for if the 


extensions are accurate on the 
ticket, the machine won’t pick up 
the error.) 

“In addition to checking the 
footage, the girl takes off other 
information, using a coded guide. 
This information is used in keep- 
ing an accurate inventory record 
on materials in various buildings 
for insurance purposes. It also is 
used in computing sales commis- 
sions. 

“So, initially, the sales ticket is 
(1) priced and extended; (2) 
checked for footage; (3) posted 
for contents insurance; and (4) 
coded for sales commissions. 

“Then, the ticket goes to our 
Accounts Receivable Department 
where appropriate posting is auto- 
matically completed on one of our 
company’s two National Cash Reg- 
ister 3100 machines. 

“Though the operation is detail- 


Two photos below by Lorentzson 


Dealer Walker teams functional build- 
ings and fork-lift trucks at his lumber 
yards in Sarasota and Venice, Fla., to 
keep materials-handling cost low and 
delivery efficiency high. Umbrella-type 
sheds like those seen above and below 
expedite storage at the Venice yard. 
Open sheds 24 feet wide and 108 feet 
long have proved to be most efficient 
for lift-truck operation. Lumber is 
stored in strapped bundles in open 
sheds. Gypsum lath, cement, other ma- 
terials are palletized for storage in 
sheds enclosed with asbestos-sided slid- 
ing doors. 


ed, this machine completes the fol- 
lowing operations at one posting: 
(1) posts customer’s daily ticket; 
(2) prepares his cumulative state- 
ment; (3) posts his control card; 
(See CONTROLLING COSTS page 75) 
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These Fire 
Precautions Cut 
Insurance Costs 


By J. FRANK BRACELAND* 


@ IF YOU HAVE EVER READ a his- 
tory book, you probably were vis- 
ibly impressed to find out that 
Nero was fiddling while Rome 
burned. Today, we have an amaz- 
ing parallel to that story — lum- 
ber- yard owners are fiddling 
around while their yards are 
virtually burning to the ground! 

In 1956 and nine months of 
1957, 18 lumber yards insured by 
the Pennsylvania Lumbermens Mu- 
tual Insurance Company were de- 
stroyed by incendiary fires with 
losses of more than $2,000,000. 
Multiply that figure by the total 
number of lumber insurance com- 
panies in the country and you will 
see that the size of the Rome con- 
flagration is insignificant in com- 
parison. 

We at PLM contend that the 
adoption of proper precautionary 
measures and a better understand- 


ing of the cause and prevention 
of yard fires would eliminate many 
of these catastrophic disasters, 
save thousands of dollars, protect 
lives, and avoid much of this fear- 
ful loss of property. 

Efficient lumber-yard managers 
know how to spot fire hazards, 
flaws in the methods of their oper- 
ation or in the physical condition 
of mills and yards that tend to 
cause fires. They are familiar with 
the most effective fire-fighting 
equipment. They understand how 
this equipment is best used. 

But more than that, they rely 
on lumber insurance specialists 
to inspect their yards and mills, 
analyze their employee habits, and 
even criticize careless management 
methods. In short, they insist on 
proper methods of fire prevention. 
To their everlasting credit, these 

(See FIRE PREVENTERS page 87) 
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* Vice-President of the Pennsylvania 
Lumbermen’s Mutual Insurance Co., 
Braceland is seen above, left, discuss- 
ing the results of a lumber-yard in- 
spection with a dealer and a PLM lum- 
ber inspector. Fire insurance rates for 
lumber yards are determined by a se- 
ries of “debits and credits” according 
to the physical set-up of the particular 
yard. 


Rates go down when you have fire 
safety improvements! Below, an in- 
surance inspector checks two vital 
points in a lumber plant. At left, he 
checks the pressure of heating and 
boiler equipment. At right, he tries a 
fire door to be sure it is “free moving, 
self-closing, and not blocked.” 


Insurers recommend that fire ex- 
tinguishers be located near the door, 
as in the mill below. All extinguishers 
must be checked and re-filled within 


the past year. 





FOR MORE PROFITS — 


Sell ‘Em 
Bathroom 
Accessories 


@ BUILDING SUPPLY DEALERS who 
sell bathroom fixtures fully ap- 
preciate the profit to be made 
from the related sale of bath ac- 
cessories, but an increasing num- 
ber of dealers are discovering that 
a popular price line of bath ac- 
cessories alone is a sure path to 
more profits . . and to more, 
profitable sales of related mate- 
rials. Such accessories are largely 
“impulse items” that women and 
men alike pick out when calling 
on a building-supply merchant. 


Among Georgia dealers cash- 
ing in on such merchandise is 
J. A. Gresham, owner of Gresham 
Building Supply in Avondale 
Estates, an Atlanta suburb. He 
sells the Autotyre accessory line 
in prices ranging from $1.19 up 
to $2.40 for a stainless-steel twin 


towel rack. His accessory sales are 
climbing because customers now 
know they can buy them at his 
building supply store. 

“This is a natural line to stock,” 
Gresham said. “It is not very ex- 
pensive — my display of acces- 

(See BATH ACCESSORIES page 84) 


Located on the sales counter near the cash register at Glen- 
wood Builders Supply in Avondale Estates, Ga., the point-of- 
purchase display rack of steel bathroom accessories, above, 
draws many “impulse sales.” In photo, Glenwood’s W. M. Boyd 
sells a wall-type ashtray. 

In photo below, J. A. Gresham, another dealer in Avondale, 
points out the features of a bathroom medicine cabinet at 
Gresham Builders Supply. Customers shopping for garden 
tools and housewares “can’t miss” this cabinet display. 

At left, below, a Jones Lumber Company salesman helps 
a customer select a replacement toilet seat in the super- 
market-style Jones store in Huntsville, Ala. 
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TEN TIPS on 


SALES PSYCHOLOGY 


By DICK KOSMICKI 


@ NO OTHER PROFESSION in the 
world probably requires the mas- 
tery of human relations that sales- 
manship does — for selling is a 
daily challenge in which you may 
confront five, 10, or 100 people 
entirely different in temperament. 

Yet all men possess certain 
traits in common: They want re- 
spect. They like attention. They 
demand honesty. 

Cater to these basic human de- 
sires and you’ll be well on your 
way to turning sales calls into 
profitable sales! Here are 10 prac- 
tical tips on how to do this: 

1. Be concise! No one likes other 
people to think his time is not 
valuable, even if he hasn’t a sin- 
gle thing to do. Your job, as a 
salesman, is to sell. Every prospect 
knows that — and expects it. No 
need to be brisk in your presenta- 
tion, but avoid rambling on about 
the weather, taxes, your hobby. 

2. Create a genuine desire! No 
use telling a prospect how good 
your product or service is — and 
stopping there. Show him how 
you'll save him time, money, ef- 
fort. No matter what you have, 
he’s more interested in his wel- 
fare than in your product. 

3. Dramatize! A top salesman 
for a printing house always pre- 
cedes his presentation by borrow- 


ing a penny from his prospect. 
Pointing to it, he says, “You throw 
one of these in the wastebasket 
every time you write a letter, Mr. 
Jones.” Then he explains how his 
firm can save Mr. Jones money 
on stationery costs. 

4. Back your words with deeds! 
If you promise your special at- 
tention to some detail, or delivery 
by a certain date, keep your word! 
Your reputation for honesty is 
part of your stock-in-trade. Show 
your customers they can depend 
on you — and they will. 

5. Don’t belittle others! Never 
knock the competition to a pros- 
pect. If he’s using another product, 
don’t tell him how bad it is, for 
you thereby criticize his judgment. 
Instead, explain the advantages 
of your product! 

6. Keep records! Memory has 
been defined as “the thing we for- 
get with,” so don’t rely on yours. 
Make sure you know the name 
of your client, how he pronounces 
it, what you last talked to him 
about. It’ll prove to him that he’s 
important to you. 

Salesmen have found a camera- 
sized, battery-powered recorder* 
a boon for poor memories. They 
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carry it in their brief-cases and 
record important information with 
it as soon as they leave a pros- 
pect. But with or without such a 
handy transcriber, be sure you 
keep your records up-to-date. 

7. Don’t argue! “Men,” said 
Samuel Johnson, “may be con- 
vinced, but they can not be pleased 
against their will.” Sales are sel- 
dom made without first establish- 
ing good-will, and good-will is 
never a product of argument. You 
needn’t be a yes-man, but don’t 
antagonize a customer. If you have 
incontrovertible proof to bolster 
a point, use it — providing you’re 
talking business. 

Certainly, steer clear of topics 
like politics or religion in your 
sales and business contacts. 

8. Organize the issues! Many 
times you must pinpoint the prob- 
lem for a prospect. Dazzling him 
with facts and figures is fine, but 
boil the results down to an un- 
derstandable statement. Something 
like, “The only matter unsettled, 
then, is whether you can get this 

(See SELLING TIPS page 79) 


Traveling and selling under hard pres- 
sure and amid multitudinous details, 
more and more salesmen are finding 
it necessary to make immediate rec- 
ords of the orders they take, and the 
promises they make, on the ’phone or 
in person. A handy way to do this is 
with the aid of a _ battery-operated 
dictating machine. Back in the office, 
a secretary can transcribe the record 
in a jiffy, or the salesman can listen 
to it as he completes the transaction! 





Alabama lumber dealer's store 
DESIGNED TO BEAT STIFF COMPETITION 


@ IN A NEW STORE at West Clinton 
Street and Memorial Parkway, the 
Jones Lumber Company is justify- 
ing its new slogan for residents 


and visitors to Huntsville, Ala- 
bama. The slogan appears on 
wrapping paper, stationery, adver- 
tising novelties, and in direct-mail 
and newspaper advertising. The 
slogan is: 

‘Where today’s customers shop 
in the style of tomorrow.” 

This streamlined slogan for 
Jones’ streamlined store has sup- 
planted a hoary one, “Rely on the 
Old Reliable.” So has another 
slogan that appears on the colorful 
neon sign that attracts attention, 
night and day, to the showcasey, 


The new store of the Jones Lumber 
Company in Huntsville, Ala., is as 
modern as the guided missiles and 
rockets being created at the U. S. 
Army’s nearby Redstone Arsenal. Seen 
above, the Jones store is located at the 
intersection of West Clinton Street and 
Memorial Parkway. It has two en- 
trances — from ample parking areas 
on both “open front” sides. 

The photo at right shows the depart- 
mentized displays of building supplies 
looking from the right side to the 
check-out counter on the entrance side 
at left. 


spacious store: “Everything for 
the Builder.” 

Since the Jones Lumber Com- 
pany — like most other dealers in 
northeast Alabama — builds homes 
and engages in light construction 
generally, this slogan may seem 
“so much talk.” But a look at the 
firm’s material accounts would find 
a profitable share of the contractor 
supply business there. And Jones 
tops this off with a regular contrac- 
tor’s discount — along with Jones 
delivery, return and adjustment, 


and credit service! 

Removal from the old-fashioned 
lumber yard on North Washington 
Street to the expensive new Park- 
way site was long planned and 
studied by J. C. Jones and his 
partners, son Billy, and son-in- 
law Henry Bragg. They had a 22- 
year reputation for satisfactory 
contracting, good construction, and 
quality building-material retailing 
at stake — and they were play- 
ing Huntsville’s booming building 
market “for keeps.” 
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They were no more surprised by 
the cropping of a dozen new lum- 
ber yards, sash and door houses, 
and related building supply outlets 
since the war than they were by 
the steady diversification and 
growth of Huntsville’s enterprises 
and population. 

The Huntsville Chamber of 
Commerce proudly reports that 
the city’s population has soared 
from 11 souls in 1805... to an 
official U. S. Census total of 16,437 
in 1950 . . . to a modern city of 
52,151 at the start of 1958! Since 
Huntsville is the site of the U. S. 
Army’s Redstone Arsenal, it is now 
named “Rocket City, U. S. A.” Lo- 
cated “in the heart of the powerful 
Tennessee Valley,” Huntsville is 
a water sports resort also. It at- 
tracts tourist business on “the 
Florida short route” from Chicago 
to Miami, and it is a key city for 
travelers going to Memphis and 
other points west. 

All this growth in population 
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and consumer wants in the area 
caused the Joneses to decide to 
expand their retail business to in- 
clude complete lines and stocks of 
hardware, housewares, and gift 


merchandise, as well as a full line 
of building supplies. 









































During the fall and through Christmas, 
the Jones Lumber Company displayed 
and sold a full line of toys, wheel 
goods, and other juvenile items in one 
half of the front of the store, as shown 
at left. Now — and until the holidays 
again — most of this space will be 
used to display and promote fishing 
tackle, sporting goods, and seasonal 
building specialties. 


As the pictures on these pages 
show, the new Jones store is easy 
to shop. Merchandise is depart- 
mentized in modern wall and gon- 
dola displays to expedite and en- 
courage self-service. All items are 
clearly priced. A check-out speeds 
profitable transactions. 

Air - conditioning makes the 
Jones store comfortable year- 
round. Fluorescent lighting brings 
all merchandise and office equip- 
ment in the _ 6,500-square-foot 
building into pleasant view. Am- 
ple, free parking space lures shop- 
pers from stores on crowded, 
metered streets elsewhere. 








After a long bout of illness, J. C. Jones 
is “back in the harness” — planning 
and managing residential develop- 
ments and house construction with his 
partners. They are son Billy Jones, 
with whom he is seen above, and Henry 
Bragg, his son-in-law. 

In photo at left, Jones father and 
son (in left background) discuss 
Christmas stocking plans for house- 
wares department. Saleslady, at right, 
helps customer make gift selections. 

Entrance and sales counter for 
builder, mechanic, and other custo- 
mers for building materials are in this 
side of building, in background, 
























1958's 
MOST 


EXCITING 
SHINGLES 
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BEST IN ASBESTOS 


Packed With Eye-Appeal! There’s a complete range of 
modern eye-catching colors—permanently built into 
K&M Asbestos-Cement Shingles. Deep wood grain 
textures delight the eye. K&M Asbestos-Cement 
Shingles are at home in any architectural design. 


Low In Cost! K&M Asbestos-Cement Shingles are low 
in initial cost . . . inexpensive and easy to install. Never 
need protective painting. Maintenance costs little or 
nothing through the years. 


Long-Lasting! K&M Asbestos-Cement Shingles are 
vermin-proof, weather-resistant. Won’t rot, corrode, 
or support combustion. In fact, they become tougher 
with age. They consist of asbestos fibers combined with 
portland cement to form a highly durable shingle. 


A Complete K&M Line. In addition to the shingles 


40 For more details on above items, use Coupon on Page 66 


shown above, K&M offers you a wide variety of roofing 
and siding shingles. They come in a complete range of 
colors and designs—to satisfy the tastes of every pros- 
pect. In addition, K&M manufactures asbestos-cement 
structural sheets—flat, ribbed, and fluted. 


Backed by Good Housekeeping Seal of Approval. 
This famous Seal makes your selling job a lot easier. 
It assures your prospects K&M Shingles are high- 
quality products. 

See K&M Shingles for yourself—at your 
K&M Distributor’s. Or write to us for 
complete information. 


KEASBEY & MATTISON 


COMPANY + AMBLER + PENNSYLVANIA 


ot O8 A truNg o> 
(s Suaresoed by * 
Good Housekeeping 


S45 aoveansen 
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spotlights jth annual 


Southeastem 


DEALER CONVENTION AND 
BUILDING MATERIAL SHOW 


FEBRUARY 3, 4, 5, 1958 
ATLANTA 


BILTMORE 


HOTEL 
EXHIBITION 
HALL 


Every dealer 
in the Southeast is invited to 


attend for timely help from ex- 


hibitors and speakers on 


“How to turn your problems into profits” 


S. E. Convention-Show sponsored by 
Alabama Building Material Exchange Florida Lumber and Millwork Association 
Building Material Merchants of Georgia Tennessee Building Material Association 





How To Turn Your Problems Into Profits 


PROGRAM for the fifth annual SOUTHEASTERN 
Dealer Convention and Building Material Show 


SUNDAY, FEBRUARY 2 
P.M. - 6:00 P.M.—Registration of dealers, 


suppliers, and guests. 


MONDAY, FEBRUARY 3 
A.M. - 6:00 P.M.—Registration. 


A.M. - 6:00 P.M.—Visit exhibits—Exhibi- 
tion Hall. 


P.M.—Business Session—Georgian Ball Room. 


Presiding: E. H. Chambers, president, Building 
Material Merchants of Georgia. 


Speaker: Dr. Frank J. Soday, vice-president, the 
Chemstrand Corporation, Decatur, Ala. 


Subject: “Why Industry Moves South.” 


P.M.—Panel Discussion—‘“Ffficient Distribu- 
tion—Is It Over Or Just Beginning?” 


Moderator: S. M. Van Kirk, general manager, 
National Building Material Distributors Asso- 
ciation, Chicago. 


Panel Members: Paul Shoemaker, vice-president, 
Masonite Corp., Chicago. J. D. Fischer, sales 
manager, Building Products, Wood Conversion 
Company, St. Paul, Minn. T. E. Addison Jr., 
Addison-Rudesal, Inc., Atlanta. Jack Walker, 
United Plywoods Corp., Birmingham, Ala. J. E. 
Griffin, Griffin Lumber Co., Lake Wales, Fla. 
Charles E. Brandon, Springfield Lumber Co., 
Springfield, Tenn. 


TUESDAY, FEBRUARY 4 
A.M. - 6:00 P.M.—Registration. 


A.M. - 6:00 P.M.—Visit exhibits—Exhibi- 
tion Hall. 


P.M.—Business Session—Georgian Ball Room. 
Presiding: William Kroh, president, Alabama 
Building Material Exchange. 


Speaker: E. H. Libbey, secretary, National Re- 
tail Lumber Dealers Association, Washington, 


D.C 

Subject: “More Profit Through Trained Per- 
sonnel,” 

P.M.—Panel Discussion—*“More Profit By 
Knowing Your Costs.” 


Moderator: J. W. Parshall, executive editor, 
Building Supply News, Chicago. 


Panel Members: M. A. Bane, Albert Holman 
Lumber Co., Northport, Ala. William Cole, Cole- 
Hall Lumber Co., Birmingham, Ala. O. C. 
Franklin, Franklin Molding & Trim, Jackson- 
ville, Fla. W. S. Sexton, City Lumber Co., Knox- 
ville, Tenn. Clarence A. Williams, Savannah 
Planing Mill Co., Savannah, Ga. 


P.M.—Buffet dinner, entertainment and dance 
—Georgian Ball Room. 


WEDNESDAY, FEBRUARY 5 
A.M. - 12:00 M.—Registration. 


A.M. - 12:00 M.—Visit exhibits—Exhibi- 
tion Hall. 


A.M.—Business Session. 
Presiding: A. C. Bivins Jr., president, Florida 
Lumber & Millwork Association. 


Speaker: Dr. Cleo Dawson, nationally known 
psychologist, Lexington, Ky. 
Subject: “For Every Problem There’s An An- 


swer.” 


A.M.—Speaker: Robert G. Thomson, safety 
director, Leonard Brothers Transfer Co., Miami, 


Fla. 

Subject: “Union Activity—Are You Ready For 
It?” 

A.M.—Speaker: Walter E. Hoadley Jr., treas- 
urer, Armstrong Cork Company, Lancaster, Pa. 
Subject: “Economic Outlook for 1958.” 


M.—Convention adjourns. 


* * * * * 


LADIES’ ENTERTAINMENT 
Monday, February 3: 12 Noon 


Transportation will be provided to take the ladies from 
the Biltmore Hotel to the Atlanta Art Museum for lunch- 
eon and a short tour of the musum. The tour will be over 
by 2:30 or 3 o'clock. 


Tuesday, February 4: 2:00 - 3:00 P.M.—Biltmore 
Hotel. 


“Charm Tips for the Ladies’—Cathy Bauby, Memphis, 
Tenn. Personal demonstrations on make-up, hair styling, 
personality, fashion, diet and exercise, posture and walk, 
art of conversation—for the wives (those valiant women 
who are responsible for successful husbands! ) 


3:30 P.M.—Tea—Biltmore Hotel. 
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See These Model Store Displays 


A BIG ATTRACTION at the fifth 
annual Southeastern Dealer Con- 
vention and Building Material 
Show will be the array of model 
store display fixtures sketched 
above. They include combination 
wall and base displays of paints, 
paint sundries, builders hardware, 
hand and power tools. 

These display fixtures will be 
demonstrated and explained by 
store-planning engineers of W. C. 
Heller and Company. This is the 
firm that created the fixtures for 
the model sales-maker store at the 
NRLDA exposition in Philadelphia 
last November. Since 1891 the 
Heller firm has specialized in 
manufacturing woodwork and store 
fixtures. 

Today, in their modern factory 


in Montpelier, Ohio, Heller crafts- 


men create modern, adjustable 
display fixtures for hardware, 
building supply, paint, sporting 
goods, auto accessory, and seed 
stores. Heller offers building supply 
dealers a free store-planning serv- 
ice. 

Upon receipt of measurements 
or blueprints of a store, Heller 
engineers specify and make quota- 


tions on specific Flexible View 
store fixtures to meet the dealer’s 
merchandising needs. 

At the Southeastern Building 
Material Show, Robert L. Heller, 
Max Waltenberger, and Alfred 
Miller will explain the functions 
and versatility of the store fixtures 
shown on this page. They will ad- 
vise dealers on economically mod- 
ernizing their present sales rooms 
or buildings. 

The photo at left, below, shows 
the variety of tools that can be 
displayed on a modern store fix- 


THE LU-RE-CO SYSTEM of wall- 
panel and trussed-rafter type of 
construction will be displayed at 
this Southeastern Building Mate- 
rial Show. 

Engineers and construction spe- 
cialists from both the Lumber 
Dealers Research Council and the 
National Plan Service will make 
Lu-Re-Co panels in a jig each day 
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at §. E. Show 


ture. 

The photo at right is of the 
Heller super-display gondola. It 
provides 88 square feet of display 
area on one 4x8-foot fixture. Fea- 
turing 10 display improvements, it 
comes complete with sign and price 
card holders, glass dividers, divider 
holders, partition holders, and 
price-card assortment. 

For help in planning your 1958 
OPERATION STORE IMPROVE- 
MENT, Mr. Dealer, take advantage 
of this Southeastern Show dealer 
service! 


in the Exhibition Hall. They will 
erect a house section of panels and 
trussed rafters. 

House plans designed for use 
with the Lu-Re-Co component 
construction system will be pre- 
sented in a jumbo plan book. At- 
tendants will answer questions 
about the economies and practi- 
cality of this type of construction. 








ete om 1 Floor Plan for 





| RE GISTRATION | 





Be sure to visit all 638 
exhibits at this fiith 
Southeastern Building 


Material Show! 


To make it easy for dealers and their 
guests to see all exhibits in one con- 
venient area, the sponsors of the South- 
eastern Dealer Convention and Building 
Material Show this year have confined 
all exhibits to the modern Exhibition 
Hall of the Biltmore Hotel. 

Registration will be convenient in the 
area between the Crystal Lounge and 
the corridor to the Exhibition Hall. Ac- 
cess to this hall is simple via escalator 
or wide stairs, Rest-rooms adjoin. 

Several exhibitors will offer handsome 
attendance and contest prizes, so stop 
by and register. Special prizes will be 
given to winners in a convention survey 
conducted by members of the Building 
Material Exhibitors Assn. 

Attendance prizes will be awarded at 
the business sessions. 
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QUESTION 


ANSWER 


Why should I, an ARCHITECT, specify [2 Because there is a properly designed unit for 


Superior Fireplace Products? 


every type of fireplace. 


Why should |, a BUILDER, use Superior —_ Because of installation ease, and it costs no 


Fireplace Products? 


more to give my customer the best. 


Why should I, a DEALER, recommend and _ Because it is the most complete line of quality 


sell Superior Fireplace Products? 





merchandise, and will serve my customer best. 





MODEL “A” . MODEL “M” 


MODEL “S” 


Superior 
Stay-Put 
CLEAN-OUT 


DOOR FRONT VIEW 
Pat. No. 2,808,824 


Pat. No. 2,166,291 
Superior 
Stay-Put 
ASH DUMP 
REAR VIEW 





= WARM Ajp-CiRCULATING FIREPLACE UNIT 


Everyone engaged in the Home Building Industry wants to serve his 
customers to the best of his ability and you can serve them no better 
than with Superior Fireplace merchandise. 


HEATFORM is the only heat circulating fireplace unit available in four 
models to accommodate any architectural design — Model “A” for the 
single opening fireplace, Model “S” for the modern corner fireplace with 
the front and either side open to a view of the fire, Model “M” for the 
fireplace with the front and two sides open, and Model “D” for the fire- 
place opening through between and serving two rooms. 


Check these exclusive HEATFORM advantages and you will understand 

why you may recommend HEATFORM with confidence: 

* Ribbed reinforced boiler plate firebox — for greater strength. 

* More heating surface per size unit — air chambers surround front 
and side walls of throat as well as firebox. 

* No dead air pockets — round superheating air flues through throat 
connect lower and upper heating chambers, assuring contact of air 
to all heating surface. 

* Larger air inlet and outlet capacity — speeds air circulation and 
increases heat delivery. 

Nothing to rust out — masonry downdraft shelf seals all exposed 
metal beneath chimney against corrosion. THIS IS IMPORTANT! 

* Greater choice of warm air outlet location. 


SUPERIOR HI-FORM FIREPLACE DAMPERS 


Model “L” for single opening tapered fireboxes only. 
Model “H” for all multiple opening square fireboxes. Detachable metal 
downdraft support allows for masonry shelf to prevent rainfall entering 
firebox. Flue may be located directly above center of apex of dome, 
saving 20-25% of masonry and labor required by other designs to 
offset flue and form downdraft in another location. 


HI-FORM EXCLUSIVE ADVANTAGES 


Controls construction of throat — lintel to flue. 

Properly hinged and located damper cannot swing back beneath 
chimney flue. It is a buffer to prevent wind currents interfering 
with draft. 

Friction control holds tight-closure damper in any desired position. 
Constructed of heavy steel for lifetime service. No brittle cast iron 
parts to break in shipping, handling, or usage. 

Rockwool blanket provided with each unit — only proven method 
of absorbing metal expansion. 

100% foolproof when constructed per specifications. 


Specify your profession or trade and WRITE TODAY for 
FREE FILE FOLDER containing complete and detailed fireplace information. 
SUPERIOR FIREPLACE COMPANY 


Pioneer designers and manufacturers of Heat Circulating Fireplace Units and Hi-Form Dampers 
Dept. SBS 582 Dept. SBS 582 
4325 Artesia Avenue 601 North Point Road 
Fullerton, California Baltimore 6, Maryland 


*Registered Trademark 
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WHO'S WHO Among the Exhibitors 


VISIT EVERY ONE of the 68 exhibits in the Exhibition Halli! 


At the fifth annual Southeastern Building Material Show 
you will see a preview of 1958 Building Materials and 


Services — and the newest uses and display ideas for them. 


(See Biltmore Hotel Exhibition Hall floor plan 
on page 44 to locate booths by space number) 


EXHIBITORS BOOTH SPACE 


ADDISON-RUDESAL, INC., Atlanta, Ga. B-3 
Personnel: E. B. Addison, Pete Tucker, Roy Head, 

Ed Copeland, T. E. Addison Jr., Luther Davenport, Bernarr 
Rakestraw, Wiley Sluder, J. M. Rudesal Sr., J. M. Rudesal 

Jr., Holland Ware 


ALABAMA METAL LATH CO., INC., Birmingham, Ala. 
Personnel: Charlie Webb, Bob Shook, John Steiner, 
Mitt Chandler, Jack Watson 


ALLIED CHEMICAL & DYE CORP., Chamblee, Ga. 
Personnel: Harry H. Hamilton 


ALLMETAL WEATHERSTRIP CO., Chicago 39, Ill. 
Personnel: J. Dean Odell, Arnold M. Cook, Sherman 
Herath 


AMERICAN STA-DRI CO., Dickson, Tenn. 


Personnel: H. B. Huffman, J. B. Brown, E. P. Miller, 
Charles Berry 


AMEROCK CORPORATION, Rockford, Ill. 
Personnel: Lou Ragsdale, George Taylor 


ANDERSEN CORPORATION, Atlanta 9, Ga. 
Personnel: Jerry Meisner 

ARMSTRONG CORK CO., Atlanta 8, Ga. 

Personnel: Bunchy Fowler, Maury Wilson, Bill James 
ASSOCIATED MUTUALS, Atlanta 9, Ga. E-8 
Personnel: R. J. Burkart, T. W. Moore 

BARCLAY MANUFACTURING CO., INC., Bronx 51, N. Y. F-15 
Personnel: 


BESTWALL-CERTAIN-TEED SALES CORP., Atlanta 3, Ga. 
Personnel: Alex McCaskill, Jim Webb, Tom Brazzeal, 
Jack Leathers, Bob Bowman, R. S. French 


BIRD & SON, INC., Decatur, Ga. 

Personnel: W. N. Hackney, A. K. Powers, B. L. Sears, 
G. A. Sayres, H. M. Myers, A. G. Marsh, J. M. Dunn, 
J. H. Van Hoy 

BUILDING SUPPLY NEWS, Chicago 3, Ill. 

Personnel: R. H. Lash, Marsh P. Trimble 


CELOTEX CORP., Atlanta 3, Ga. 
Personnel: R. C. Moore, A. L. Dent, J. L. Allegood, 
C. P. Crosby, C. W. Wilbur 


CENTRAL WOODWORK, INC, Atlanta 1, Ga. 
Personnel: R. T. Edwards, Russell Dodson, John Huff, 
Neal Patrick, Hewlett Kelly, F. C. Proctor, Jack Veatch 


COFFMAN COMPANY, INC., R. G., Orlando, Fla. D-10 


Personnel: W. B. Elliott, C. C. Kennedy 


CUCKLER MANUFACTURING CO., Memphis, Tenn. D-12 
Personnel: John Hornstein, C. D. Robertson, Pete 


Nicely, Dave E. Cuckler 


DOUGLAS FIR PLYWOOD ASSOCIATION, 
Tacoma 2, Wash. 
Personnel: Bill Robison, Paul Colbenson, Bill Harden 


DOW CHEMICAL CO., Midland, Mich. 
Personnel: 


EXHIBIT DIRECTOR, S. E. Convention 
Personnel: R. O. Brownlee, Riley C. Cooper 


FLINTKOTE COMPANY, Atlanta 8, Ga. 
Personnel: Warren Battle, Paul L. Honeycutt, Fred M. 
Peteet, C. M. Richardson 








NOW SERVING THESE ASSOCIATIONS WITH OUR 
UNIQUE GROUP INSURANCE PLAN @ @ @ @ @ 


We will appreciate an opportunity to dis- 
cuss our Group Plan with you — Booth 
E-9, Southeastern Dealer Convention and 
Building Material Show — Atlanta Bilt- 
more, February 3 - 5. 


BUILDING MATERIAL MERCHANTS OF GEORGIA 
CAROLINA LUMBER AND BUILDING SUPPLY ASSOCIATION 
LOUISIANA BUILDING MATERIAL DEALERS ASSOCIATION 
TENNESSEE BUILDING MATERIAL ASSOCIATION 


et BS 


MUTUAL FLIFE INSURANCE COMPANY 


B.0°3°9°0.0 . MA S-6 4 CRS RT te 
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EXHIBITORS BOOTH SPACE 
FORMICA CORP., Atlanta, Ga. C-11 
Personnel: Ray A. Carson, Robert H. Cottle, Joe A. 

Vaughn 


GALLATIN ALUMINUM PRODUCTS CO., INC., 
Gallatin, Tenn. 
Personnel: Aaron Jacobs, Walter Durham, Robert Ramsey 


GLIDDEN CO., Atlanta, Ga. 

Personnel: M. L. Gay, Joe H. Coffey, P. G. Sessions, 
J. L. Beauchamp, J. F. Lanier, A. T Baumgartner, 
O. J. Norton 


GLOBE SIDING PRODUCTS CO, Whiting, Ind. 
Personnel: Sidney Van Der Miller, George Hamrick 


HALLMAN AND ASSOCIATES, PAUL F., Atlanta 6, Ga. 
Personnel: Paul F. Hallman, Richard K. Erck, Jerome 
Zimmerman 


HANCOCK MUTUAL LIFE INSURANCE CO., Atlanta Ga. 
Personnel: John P. Clos, Daniel C. Groover 


HARBOR PLYWOOD CORP., Atlanta 15, Ga. 
Personnel: Carl Harbin, G. P. Bennett, E. C. Moore, 
W. T. Woodham 


HELLER COMPANY, W. C., Montpelier, Ohio E-4, 5, 6,7 
Personnel: E. Max Waltenberger, Alfred Miller, 


Robert L. Heller 


INDEPENDENT NAIL & PACKING CO., Bridgewater, Mass. F-11 
Personnel: Phil Stone, Bill Good Jr., George J. Dinges 


INDUSTRIAL PRODUCTS CO., INC., Mt. Pleasant, Tenn. F-8 
Personnel: C. W. Ray 


JOHNS-MANVILLE SALES CORP., New York 16, N. Y. 
Personnel: G. A. Petters, R. F. Walton, F. W. Whatley, 
W. H. Jackson 


KEASBEY & MATTISON CO., Atlanta 3, Ga. 
Personnel: S. C. Outlaw 


LIBBEY-OWENS-FORD GLASS CO., Atlanta 3, Ga. 
Personnel: Russell F. Snyder, Bruce D. Henry, William 
R. Butler 


L.O.F. GLASS FIBERS CO., Toledo 1, Ohio F-10 
Personnel: R. G. Cox, R. H. Barnard Jr., J. D. Bettridge 


LOGAN-LONG CO., Birmingham 3, Ala. 
Personnel: John W. Butsch, H. R. Byrd, Prentice Spivey 


LUMBER DEALERS RESEARCH COUNCIL, 
Washington, D. C. 
Personnel: Raymond H. Harrell 


M W DISTRIBUTORS, Rocky Mount, Va. 
Personnel: Pat A. Ellis, Darwin T. Vaughn, Matt Klem, 
S. Elmo Mullins 


MARSH WALL PRODUCTS, INC., Atlanta 18, Ga. G-3 
Personnel: G. |. Allgood, D. C. Allison, R. L. Phillips, 
D. B. Osborne, E. W. Whaley, D. L. Harrison, S$. X. Thomas 


MASONITE CORPORATION, Atlanta, Ga. 
Personnel: P. A. Sharp, J. T. Moore, R. E. St. John 


McLELAND-HARRIS DOOR CO., Fort Worth, Tex. 
Personnel: Don H. McLeland, Bill G. Harris, J. T. Houk 


MINNESOTA PAINTS, INC., Atlanta 10, Ga. 
Personnel: R. G. Martin, B. B. Sauer, James F. Maddox, 
Earl Eubanks 


MISCERAMIC TILE, Atlanta, Ga. c-10 
Personnel: Allen A. Spivey, W. Lee Gorley 


MONARCH METAL WEATHERSTRIP CORP., Austell, Ga. C-8 
Personnel: W. L. O’Callaghan, C. H. Hill 


NATIONAL GYPSUM COMPANY, Atlanta 5, Ga. A-10 
Personnel: G. V. Arnold, R. C. Smith, C. W. Cook, 
C. R. Beaty, F. H. Grayson, J. C. Cox 


NATIONAL PLAN SERVICE, Chicago, Ill. 
Personnel: C. H. Hornbrook 


NATIONAL WOODWORKS, INC., N. Birmingham, Alo. 
Personnel: W. B. Gaston 


PANELBOARD MANUFACTURING CO., Newark 5, N. J. 
Personnel: Philip Mcintosh, C. E. Broyles, Sanford 
Calhoun, Richard G. Sessions 


PAUL ARGOE SCREENS, North, S. C. 
Personnel: George L. Argoe, A. L. Argoe, J. W. Spencer 


PRUDEN PRODUCTS CO., Evansville, Wisc. 
Personnel: H. Carleton Lang, Margaret N. Lang 


RUBEROID CO., Atlanta, Ga. 
Personnel: Frank Woods 








FOR THE BUILDING MATERIAL MERCHANTS OF GEORGIA — a New Insurance Service 
sponsored by Your Association! 


.. OTHERS ARE SAVING UP 10 30°.! 


Join the plan 
that's aimed at 


CUTTING WORKMENS 
COMPENSATION 
costs | 


For full details of this — and other valuable serv- 
ices offered economically through the Lumbermen’s 
Mutual Casualty Company — see us in booth E-8 at 
the Southeastern dealer convention, February 3,4,5! 


ASSOCIATED MUTUALS 


1401 Peachtree Building, Atlanta, Ga. 


Service Offices in Birmingham — Chattanooga — Orlando 
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EXHIBITORS BOOTH SPACE 


SOUTHERN BUILDING SUPPLIES, Atlanta 8, Ga. E-3 
Personnel: Donald L. Moore, Jerry Felton Jr., Penn 
Anthony, Zenaide Wick 


SOUTHERN PINE ASSOCIATION, New Orleans, La. 
Personnel: C. E. Anderson 


SUPERIOR FIREPLACE CO., Baltimore 6, Md. 
Personnel: C. M. Rector, James E. Lewis, Dean Poe, 
William H. Russell 


STANLEY WORKS, New Britain, Conn. 
Personnel: Jack Hollfelder, Harry Wells 


TENNESSEE STOVE WORKS, Chattanooga 1, Tenn. 
Personnel: Ed Davis, Frank Pollock, Bert Nagy, Hardwick 
Caldwell Jr. 


UNITED STATES GYPSUM CO., Atlanta 9, Ga. 
Personnel: A. S. Colvin, W. T. Castle, C. J. Bell, R. H. 
Branan, R. M. Lang, S. R. Foy, C. D. Baker, C. M. Howard, 
W. K. Palmour, G. H. Echols 


VISIDOR CO., Dalias, Tex. 
Personnel: O. J. Kirk 


WALLACE MANUFACTURING CO., Atlanta 5, Ga. 
Personnel: Paul Darrall, R. G. Wallace Jr. 


WEST COAST LUMBERMEN’S ASSN., Portland 5, Oregon 
Personnel: C. A. Luce, D. M. Arne 


WESTERN PINE ASSOCIATION, Portland 4, Oregon 
Personnel; Frank D’Augustine 


WEYERHAEUSER SALES CO., Newark 1, N. J. 
Personnel: R. J. George, J. A. Weerts 


WILEY EQUIPMENT CO., Atlanta 18, Ga. 
Personnel: R. D. Phelps, Gene Wiley, Bill Bartlett, 
Pete Faust 


WOOD CONVERSION COMPANY, Atlanta 11, Ga. 
Personnel: F. S. Burgen, R. J. Gallagher, J. D. Fischer, 
J. C. Calhoun, G. A. Erickson, Dale Bush, K. C. Lindley 


WRENN BROTHERS, Atlanta, Ga. A-11 
Personnel: George Wrenn, Paul Wrenn, Frank Lilly, Earl 
Bean, Jay Hill, George Lee 


ZEGERS, INCORPORATED, Chicago 17, Iil. 
Personnel: W. H. Zegers, Ev Hall, Raleigh Gardner, 
Charles Duke, Bill Zegers, Dee Carowan 


ZONOLITE COMPANY, Atlanta 6, Ga. 
Personnel: L. A. White, M. D. Monaghan 


ZUBER LUMBER COMPANY, Atlanta 1, Ga. 

Personnel: John W. Zuber, Charles H. Chase Jr., Marion 
H. Harris, Th A. Good , Alva Faulkner Jr., Bruce 
Byrd, Marlin H. Gilbert 








The following mills produce and ship 


‘CRA Certified DRY’ redwood 


ARCATA REDWOOCD COMPANY 
P. O. Box 218, Arcata, California 


GEORGIA-PACIFIC CORPORATION 
Hammond-California Redwood Division 
417 Montgomery St., San Francisco 6, Caiifornia 


HOLMES EUREKA LUMBER COMPANY 
Redwood Sales Company, Eastern Distributor 
1430 Russ Building, San Francisco 4, California 


THE PACIFIC LUMBER COMPANY 
100 Bush Street, San Francisco 4, California 


THE PACIFIC COAST COMPANY 
P. O. Box 611, Willits, California 


SIMPSON REDWOOD COMPANY 
3100 Russ Building, San Francisco 4, California 


UNION LUMBER COMPANY 
620 Market Street, San Francisco 4, California 


WILLITS REDWOOD PRODUCTS COMPANY 
Hobbs-Wall Lumber Company, Sales Agent 
2030 Union Street, San Francisco 23, California 


CALIFORNIA REDWOOD ASSOCIATION 


576 Sacramento Street + San Francisco 11, California 


CALIFORNIA 
REDWOOD 
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Long-Bell 


BARN POLES 


put more profit 
in your pocket 


UM 


Demand continues to grow for pole- | 
type jobs for dairy and beef cattle | 
pole barns, for machinery storage, in | 


fact for scores of farm and small 
industrial operations. 


Jobs put up with Long-Bell Pressure- | 
Treated poles last longer, look better, | 
. and put more profit | 


sell easier . 
in your pocket. 


Manufacturers of these other “life- | 


‘ime” products — 


CREOSOTED SOUTHERN YELLOW PINE & 
DOUGLAS FIR: 
POSTS + POLES «+ PILING 
LUMBER ¢ CROSS ARMS « TIES 
WOLMANIZED® DOUGLAS FIR LUMBER 
UNTREATED FABRICATED TRUSSES 
629 W. Bidg. 410 T&P Pass. 
Houston, Texas Station Bidg. 


209 Phildor Bldg. Ft. Worth, Texas 
Dallas, Texas 415 New Moore Bidg. 
P.O. Box 192 San Antonio, Texas 


DeRidder, La. Leonhardt Bldg. 
Okla. City, Okla. 


There Is No Substitute 
For The L-B Brand 


INTERNATIONAL PAPER COMPANY 


DIVISION 
KANSAS CITY,MO. «* LONGVIEW, WASH. 
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Why 7 Attend 
Dealer Aun. 
Conventions 


Hugh E. Williams Jr., president 
and manager of the Leon Builders 
Supply Company, Inc., Tallahassee, 
Fla.: “After I opened for business 
following World War II, three years 
passed before I found out the bene- 
fits available through my state as- 
sociation. Since then my wife and 
I have taken advantage of every 
opportunity to attend conventions 
and educational sessions sponsored 
by the Florida Lumber and Mill- 
work Association. I have never con- 
sidered a minute wasted either in 
the business sessions or friendly 
gatherings. For you always get new 
ideas — from the exhibits of manu- 
facturers, panel discussions, or from 
a friendly dealer during a luncheon.” 


. 7 o . 


Everett S. Lambden, manager of 
the Chestertown, Md., yard of E. S. 
Adkins & Company, which sells 
“everything needed for building”: 
“To attend an NRLDA exposition- 
convention is another way of ex- 
pressing my desire to be a progres- 
sive manager of a growing and 
forward-looking organization. It is 
tangible evidence that I want to 
improve intellectually, to seek new 
friendships as well as to enjoy life- 
long fellowships. At Philadelphia, I 
was gratified to be a part of a vast 
industry, capable of immeasurable 
opportunities, not for today, but for 
the future betterment of America. 
That challenge, I feel, is realistic in 
the hands of men who represent 
every phase of the lumber industry.” 


* * * * 


C. L. Williams, partner in the 
Williams Lumber Yard in Nowata, 
Okla.: “Mrs. Williams and I make as 
many lumber conventions as possi- 
ble. We have attended every con- 
vention of the Southwestern Lum- 
bermen’s Assn. for the past 10 years 
except one, when a family death 
kept us away. We also have attended 
several Hoo-Hoo conventions. We 
plan these trips for three reasons: 
(1) the many new ideas and prod- 
ucts featured lead to future business 
and profits — along with the many 
discussions confronting the retail 
lumber industry; (2) fellowship of 
men (and women) in the industry 
makes for better understanding 
among all; and (3) a convention 
gives us an opportunity to change 
from the everyday routine of busi- 
ness, home and community.” 


} 
‘ 











“READY - MIX” 


BUSINESS 


Actual photograph Ready Mix Instal- 
lation at Huston Lumber Company — 
at Carey, Ohio 


Your Winslow representative can call 
on you, at your convenience, and 
prove, with “details and facts,” how 
you can set-up a profitable Winslow 
Ready-Mix plant at a reasonable 
overall investment. 

Here are some typical dealer reports. . 
“our Binanbatch investment paid for 
itself in approximately one year”... 
“big increase in tie-in sales since 
handling Ready-Mix in our vard”. .. 
“We get additional business in our 
area because we sell Ready-Mix.” 


Take advantage of the Binanbatch 
Ready-Mix profits . . . have our rep- 
resentative prove to you a minimum 
investment puts you in the Ready- 
Mix business! 
Send coupon for 
complete details. 


Winslow Scale Co. 


25th & Haythorne 


Please send ug details on the Binan- 
batch for increasing over-all profits. 


Terre Haute, Ind. 


For more details on above items, use Coupon on Page 66 











WALTER E. HOADLEY JR., at right, 
will end the Southeastern convention 
speeches Wednesday morning on an 
interesting note — “Economic Outlook 
for 1958.” Hoadley is treasurer of the 
Armstrong Cork Co. in Lancaster, Pa. 

He received his A.B., M.A., and 
Ph.D. degrees in economics from the 
University of California, and has served 
successfully as student, teacher, writer, 
and economist. Before joining Arm- 
strong Cork as economist in 1949, 
Hoadley served as senior economist for 
the Federal Reserve Bank of Chicago. 
From 1945 to 1949, and in 1955, he 


was a faculty member of the school of 
banking at the University of Wisconsin. 

He served as industrial management 
supervisor in the University of Cali- 
fornia War Training Office, 1941-1942, 
and was a research economist and 
teaching fellow at the University of 
California, 1938-1941. 

Hoadley is on advisory committees 
of the U. S. Bureau of the Budget 
and the Federal Housing Administra- 
tion. He is a contributor of articles on 
forecasting and other economic sub- 
professional 


jects to business and 


journals, 








THE QUALITY LOCK 
FOR THE MODERN HOME 


There is an ARROW 
lock for every func- 
tion in the house. 
Write to-day for our 
new colorful, illus- 
trated catalog and 
information data. 


PASSAGE LOCK e 


arrow LOCK CORP. 


762 WYTHE AVE. — BROOKLYN, N. Y. 
UL 5-7090 


For more details on above items, use Coupon on Page 66 


FRONT OR REAR 
DOOR KEYLOCK 


ERRACE OR 
ORCH LOCK 





DR. FRANK J. SODAY, below, will 
speak at the Southeastern dealer con- 
vention business session Monday at 2 
p- m. on “Why Industry Moves South.” 
He is vice-president and director of re- 
search and development for the Chem- 
strand Corp. in Decatur, Ala. Dr. Soday 
is president of the Southern Assn. of 
Science and Industry and vice-president 


of the Alabama Academy of Science 
and chairman of its geology and 
anthropology section. A graduate of 
Grove City College, Pa., he received a 
master of science degree from Ohio 
State University in 1931 and a Ph.D. 
in 1932. 

Before joining Chemstrand in 1951, 
Dr. Soday was director of research 
and development for the Lion Oil Co., 
El Dorado, Ark. Previously he directed 
research and development in _ resins 
and protection coatings for Devoe and 
Raynolds, Co., Inc., Louisville, Ky. 
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S. M. VAN KIRK, below, will moderate 
the panel discussion on “Efficient Dis- 
tribution — Is It Over or Just Be- 
ginning?” ... at the Monday after- 
noon session of the Southeastern dealer 
conveniton. He is general manager of 
the National Material Distributors 
Assn. 

Van Kirk is a graduate of the 
Armour Institute of Technology in 
Chicago. After serving with Chicago 
architects during the °30s, he joined 
the U. S. Gypsum Co. 

After four years’ construction serv- 
ice with the U. S. Corps of Engineers 
during World War II, he became 
assistant manager of the Insulation 
Board Institute. He left that post in 
1952 to head up reorganization of the 
National Building Material Distributors 
Assn. Under Van Kirk’s professional 
direction, NBMDA membership has 
grown from 28 warehouses to almost 


400 since 1952. 


DR. CLEO DAWSON, at left, national- 
ly-known psychologist of Lexington, 
Ky., will tell dealers at the Wednesday 
morning business session of the South- 
eastern Dealer Convention how and 
why “For Every Problem There’s An 
Answer.” 

A graduate of the Baylor College 
School of Expression, she earned a 
bachelor’s degree at Southern Metho- 
dist University —and her master’s and 
doctorate degrees from the University 


of Kentucky, where she spent 10 years 
teaching. 

Dr. Dawson’s interest in psychology 
trends and world affairs drew her into 
the fields of writing and lecturing, 
which have taken her on years of 
travel throughout the world. Dr. Daw- 
son has been acclaimed as a dynamic 
speaker whose enthusiasm and person- 
ality permeates her audience, and as 
a doctor whose brilliant ideas on psy- 
chology are practical and applicable. 


We'll be laying for you in Booth B-6 at the 
SCUTHEASTERN DEALER CONVENTION AND BUILDING MATERIAL SHOW 
— Atlanta Biltmore, Feb. 3 - 5 
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IT’S NO SECRET 
... that service from Zuber is always prompt! 


All it takes is a call .. . DR 7-6404 
So check this list of fine products t 


. to see just how fast service can be. 


boost sales and speed turn-over. 


White Pine Package Trim 

Douglas Fir Mouldings 

Cedar Shakes and Shingles 

Knotty White Pine Wall Paneling 

cing Wall Paneling 
Window Frames 


Formica Yellow Pine Ponderosa Pine 

Larch Douglas Fir Metal Mouldings 

Flush Doors Jaiousie Doors Doug]! Fir Plywood 
Windows Louver Doors Mah« y Plywood 
Shutters Window Units Marlite Wall Panels 
Mahogany Screen Doors Cypress Wall Paneling Door 
Redwood Fir Doors Dixon Plank Disappearing Stairways 


Sugar Pine Awning Windows Prefir >d Plywood Architectural Windows 


The South's oldest wholesaler & jobber of building materials 
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Mr. and Mrs. Steve Allen 


THE STEVE ALLEN SHOW is 
seen by millions every Sunday 
night on NBC-TV. Fans every- 
where will see Steve and 

his TV-star wife JAYNE 
MEADOWS in full-color 
magazine ads, selling 
Fiesta Hush-Tonet Ceil- 


| : ing Tile “by Celotex” 
0 0) k 3 - +. for You. 
} Mr. and Mrs. Hal March 
THE $64,000 QUESTION has 
millions of viewers who watch 


Quizmaster Hal March on 
CBS-TV every week. Hal and 
his wife Candy will be 
pictured in their suburban 
home in full-color magazine 


yO U Sel| | Mr. and 2 Don McNeill 


THE BREAKFAST CLUB every 
weekday morning over ABC- 
RADIO, is a national 
institution. Millions listen 


: to Don McNeill, have for 

~— 3” years. The McNeills will be 
suse > featured in full-color 
magazine ads selling 


Hush-Tone Ceiling Tile 
“by Celotex”... 
for you. 


CELOTEX 


REG. U.S. PAT. OFF. 


For more details on above items, use Coupon on Page 66 SOUTHERN BUILDING SUPPLIES for FEBRUARY, 1958 
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BIG NAMES in BIG MAGAZINES 
for BIG SALES in ’58 


STEVE ALLEN...HAL MARCH ...DON McNEILL... these 
big names attract more readers, add extra selling punch to 
Celotex advertising... help send more prospects to YOU for 
Hush-Tone Tile and other Celotex products. 




















SEE THESE BIG FULL-PAGE ADS THROUGHOUT 1958 IN 
FULL COLOR IN LIFE... SATURDAY EVENING POST... 
BETTER HOMES & GARDENS... LIVING FOR YOUNG 
HOMEMAKERS ... AMERICAN HOME. 





YOUR CELOTEX REPRESENTATIVE will provide you with 
striking new displays, folders, mats, attractively boxed sam- 
ples ... and other powerful merchandising aids specifically 
produced to help you get extra sales and profits from this 
great Celotex advertising campaign! 











Sm 


f= 


~~ 
Adio 


¥ 


F sn ‘s SI ae PRL 
fi, ywe crit OF MAN LESS I AAR RIN 
ni wae OF RELIG THE AER ‘| RO SET sa 
as Laer, WiC AND BATE } REE DANS kt} 
\ i HIRD Si? 
)) wot Surgery Mestened My Seghe on dy ‘ 
| Os UNDERWORLD 1.5.4 b 
‘ Sy ooo Yomance Sane Soran 
peng * Some 


i FE 4 Yew r NEW SILVER-LACE DESIGNER TILE 


*rec.u.s.pat.orr. tr. m. 


é/ 
Wx 
A ‘. 
‘ + 
\ el nte 








A FAMOUS LINE OF NATIONALLY ADVERTISED QUALITY BUILDING PRODUCTS ... pre-sold over a third 
of a century! INSULATING SHEATHING +» ASPHALT ROOFING + MINERAL WOOL « FLEXCELL* PERIMETER INSULA- 
TION AND EXPANSION JOINT FILLER + INSULATING ROOF SLABS + CELO-ROK* GYPSUM PRODUCTS » HARDBOARDS 
e INSULATING SIDING + HUSH-TONET CEILING TILE » AND OTHERS 


BUILDING PRODUCTS IN ‘58 


THE CELOTEX CORPORATION e¢ 120 S. LASALLE STREET «© CHICAGO 3, ILLINOIS 
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PERSONNEL TRAINING will be dis- 
cussed at the Wednesday afternoon 
session of the Southeastern dealer con- 
vention by Ed H. Libbey, above. He 
is secretary and educational director 
of the National Retail Lumber Dealers 
Assn. in Washington, D. C. His sub- 
ject: “More Profit through Trained 


EXHIBIT DIRECTOR for the 1958 
Southeastern Dealer Convention and 
Building Material Show is Robert O. 
Brownlee, below. He is secretary-man- 
ager of the Tennessee Building Mate- 
rial Assn., with headquarters in Knox- 
ville. 


PUBLICITY and promotion for this 
Southeastern dealer convention has 
been directed by Herbert G. Drews, 
above. With offices in Atlanta, he is 
the new executive secretary of the 
Building Material Merchants of Geor- 
gia. He formerly was an Oregon lum- 
ber retailer and California wholesaler. 


Personnel.” 











ALUMINUM 

SLIDING 
cad 

GLASS 

DOORS 


THE FIRST LOW COST 
DOOR OFFERING TRUE 
PREMIUM DOOR FEATURES 


In the low price field, the HI-LO by Nudor offers dealers 
and customers alike features which make it far and away 
the number one door in its class...stock the HI-LO and 
your customers won't have to settle for less than the best. 





NUDOR AND D’COR DOORS 
FOR MEDIUM AND HIGH PRICE 
FIELD ARE TOP VALUES IN CLASS 


Dealerships on all nationally advertised Nudor Prod- 
ucts, doors and horizontal rolling glass windows, are 
open in many localities. Inquiries will be answered 
promptly. : 


ln vo. 


MANUFACTURERS OF HI-LO, NUDOR, D’COR ALUMINUM SLIDING 
GLASS DOORS AND NUDOR HORIZONTAL ROLLING GLASS WINDOWS 


7326 Fulton Avenue, North Hollywood, California 


Install it... Forget it... 

No call-backs! 

Best looking in the low price field 
.«. Alumilite finish. 

10 to 50% stronger than 
competitive doors. 

Full grip hardware in a variety of 
finishes; new ultra-modern design. ° 


Wide variety of door sizes 
and combinations. 


Look for our catalog in SWEETS 
LIGHT CONSTRUCTION file... 
or write for your free copy. 


Member SLIDING GLASS DOOR AND WINDOW INSTITUTE. 
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get a better view of window sales 


through VENT-A-WALL 


THE MODERN LUXURY WINDOW 
THAT MEETS COMPETITIVE PRICES 


Mr. Merchandiser: Are you enjoying maximum volume in window sales? 
If not, try this prescription . . . add VENT-A-WALLS, let your prospects and 
customers know it, and you'll get a better view from their reaction of the real 
sales potential in your territory. VENT-A-WALL window units have more than 
good appearance. . . they're designed for versatility, ease of installation, long 
lasting quality and suitability for multi-combination grouping. They open 90° 
for full ventilation and cleaning ease. 





VENT-A-WALL sash is completely removable from the frame, 
a feature that reduces breakage, saves precious construction 
time and makes painting easy. They're available in a wide 
variety of operating styles. Ask for dealer information now and 
get ready for MORE window sales volume! 


%, 
COmpiyat\®* 








MANUFACTURED BY 


Uizetribute-rve 


MANUFACTURERS OF MILLWORK © DISTRIBUTORS OF BUILDERS SUPPLIES 











Rocky Mount, Virginia 
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See as at 


Southeastern Building Material Show 
Booth F-11, Atlanta Biltmore, 
Atlanta, February 3-5 

* 


Carolina Lumber & Building Supply Show 
Booth A-17, Charlotte Coliseum 


Charlotte, March 4-6 
* 


Lovisiana Building Material Show 
Booth 32, Jung Hotel 
New Orleans, March 18-20 

® 


Tennessee Building Material Show 
Booth 2, Memphis Auditorium 
Memphis, March 31-April 2 





THE NAILS that have revolutionized construction methods are the hit 
of the shows again this year. And why not? They give you stronger, 
sturdier structures with important savings in time, labor, materials, 
fastener cost. They make the use of new building materials, new 
cost-cutting techniques, fully practical. They virtually eliminate 
“popping” nail heads and the maintenance expense so common with 
ordinary nails that loosen and back out. Scientifically engineered 
threads “lock” with the wood fibres. STRONGHOLD and SCREW-TITE 
Nails stay tight. See us at the show—or write us now for samples, 
catalogs, complete information. 


@ THIS BROCHURE TELLS YOU 
what to look for in threaded nails 
—and how fo get it! Write for your 
copy of “Facts” folder, now. 


Made only by 


INDEPENDENT NAIL 


AND PACKING COMPANY 
Pioneer Developers and Largest Makers of Threaded Nails 
\ BRIDGEWATER, MASSACHUSETTS 
© Copyright I.N. & P.Co., 1958. Trade Marks Reg. U.S. Pat. Off. 
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Ladies to Brush Up on Art and Charm 


EXCEPTIONAL entertainment has 
been arranged for the wives and 
other lady guests at the fifth annual 
Southeastern Dealer Convention. 


PROGRAM DIRECTOR for the 1958 
Southeastern Dealer Convention and 
Building Material Show is Mrs. Marie 
M. Bennett, above. The only full- 
fledged female executive officer of a 
dealer association, she is executive sec- 
retary and treasurer of the Florida 
Lumber and Millwork Assn., with offices 
in Orlando. Mrs. Bennett will also 
direct the convention entertainment. 


REGISTRATIONS at the 1958 South- 

eastern Dealer Convention and Build- 

ing Material Show will be handled by 

Mrs. Mary K. Harless, above. She is 

executive secretary of the Alabama 

Building Material Exchange in Bir- 
mingham. 


SOUTHERN BUILDING SUPPLIES for FEBRUARY, 1958 


Monday at noon, the ladies will 
leave the Biltmore Hotel by cars for 
the Atlanta Art Museum. They will 
go on a guided tour of the museum’s 
art galleries. Then, they will go to 
the Coach House, for luncheon. 

Tuesday afternoon at 2 o’clock, 
the ladies will gather in the Pom- 
peian Room at the Biltmore Hotel to 
learn “Charm Tips” from Cathy 
Bauby of Memphis, Tenn. The op- 
erator of a charm and modeling 
school and noted for her personal 
appearances at other conventions, 
Miss Bauby will demonstrate good 





make-up, hair styling, posture, con- 
versation, and other charm requisites. 

Following the charm session, the 
ladies will enjoy tea at the Biltmore. 

The ladies’ hospitality committee 
includes 11 wives of retailers, whole- 
salers, and allied industry in At- 
lanta. Mrs. Donald L. Moore is 
chairman. Other committee members 
are Mrs. Jack May, Mrs. Bob Callo- 
way, Mrs. Ira Longino, Mrs. Ross 
Hanahan, Mrs. Ed Taylor Jr., Mrs. 
Herbert Drews, Mrs. William Zuber, 
Mrs. Robert Edwards, Mrs. Jake 
Burford, and Mrs. Bob Lummus Jr. 
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They're 
America’s 
Finest 

Closet 
Doors!! 
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FOLDING DOOR UNITS 
Flush * 


Louver * Panel Doors 


— sem. | 
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HAAR 











*& Lowest Cost *® Doors Fitted * Stops Furnished %* Easy Installation * Highest 
Quality * Hardware Applied * Track Facia Furnished %& Simple Adjustments % Hard- 
ware and Track Concealed in Closet *%& Available in Mahogany, Ash, Birch, Gum, Pine 


From Your Building Material Jobber 








SEE OUR DISPLAY IN ATLANTA AT THE SOUTHEASTERN 
DEALER CONVENTION AND BUILDING MATERIAL SHOW 


McLELAND - HARRIS DOOR CO. 


2150 BECKHAM PLACE FORT WORTH, TEXAS 
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SILENT SALESMEN 





PLYWOOD PANELING IDEAS 


Two 1957 award-winning color bro- 
chures in natural-color photos show 
home-owners and builders how to 
enhance walls with Weldwood pre- 
finished plywood paneling. 

“Family Rooms in Beautiful Weld- 
wood” gives 100 specific suggestions 
for remodeled rooms, enclosing waste 
space, custom-built furniture, and 
built-in cabinets. 

“Weldwood Prefinished Paneling” 
covers the types and species of pre- 
finished wood panels and moldings 
— and how to select, install, and 
maintain them. 

Contact: United States Plywood 
Corp., Service Bureau, Dept. SBS, 
55 West 44th Street, New York 36, 
mn. ¥. 


PACKAGED ALUM. NAILS 


A see-through package for aluminum 
nails has been introduced by the 
Aluminum Co. of America. Boxed 
in brightly colored containers, each 
acetate-windowed package contains 
from 100 to 450 Alcoa nails. 

Individual packs are shipped to 
dealers in a colorful 12-unit self- 
unit self-merchandising carton for 
point-of-purchase display. 

Contact: Aluminum Co. of Ameri- 
ca, Dept. SBS, 1501 Alcoa Building, 
Pittsburgh 19, Pa. 


AIR CONDITIONING 


The National Warm Air Heating and 
Air Conditioning Assn. offers four 
dealer sales aids. 

These booklets include three arti- 
cle-reprints entitled “Air Condition- 
ing: Key to New Family Living 
Patterns,” “Air Conditioning for Re- 
laxed Living,” and “Isn’t it Amazing 
What Can Be Done,” an OHI feature 
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on doing over basements. 

The fourth booklet, entitled “When 
You Buy Air Conditioning,” is a 
report from the Better Business 
Bureau. 

Contact: National Warm Air Heat- 
ing and Air Conditioning Assn., 
Dept. SBS, 640 Engineers Building, 
Cleveland 14, Ohio. 


ASBESTOS SIDING MOVIE 


A new film, “The Man from Mis- 
souri,” relates how three builders 
are using asbestos-cement siding to 
increase sales of medium- to high- 
er-priced homes. 

The full color, 18-minute, 16mm 
sound movie features three builders 
in the Philadelphia area. It may be 
obtained free upon request for show- 
ing before building industry groups. 

Contact: Asbestos-Cement Prod- 
ucts Assn., Dept. SBS, 509 Madison 
Avenue, New York 22, N. Y. 


FLOOR-CARE MERCHANDISER 


Everything for easy floor care in 
one neat, space-saving display stand 
is offered free by the Master Manu- 
facturing Co. This two-color mer- 
chandiser is designed to hold sev- 
eral units of three Master products, 
the Wax-O-Matic Waxer, the Master- 
Matic rug and floor scrubber, and 
the Magnetic-Foam broom. A com- 
plete panel with an eye-catching 
illustration and selling story is de- 
voted to each item. 

Contact: Master Manufacturing 
Co., Dept. SBS, 9200 Inman Avenue, 
Cleveland 5, Ohio. 


HARDWARE DISPLAY 


Washington Steel Products, Inc., has 
introduced this display board of 
grained wood to best show the 
sparkle of cabinet hardware items 
for dealers. 

The No. 110 board incorporates 
a model door mounted with hinges, 
which opens to reveal descriptive 
literature of the exhibited hardware. 
This display is designed to fit all 
N.H.R.A. standard fixtures and is 
removable from its frame for in- 
stallation in panel display doors. 

Contact: Washington Steel Prod- 
ucts, Inc., Dept. SBS, 1940 East 11th 
Street, Tacoma 2, Wash. 


FORESTRY AD MATS 


A special 1958 series of 26 ad mats 
relating to forestry management 
through the industry-operated Tree 
Farm program are available free 
upon request. 

The ads deal directly with the 
forest fire program and stress gen- 
eral forest management and its rela- 
tion to income, water, wildlife and 
recreation. One-column and three- 
column ads are included in the mat 
package. 

Contact: American Forest Prod- 
ucts Industries, Inc., Dept. SBS, 1816 
N Street, N.W., Washington 6, D. C. 


REDWOOD CHART 


The third in a series of informational 
charts is offered free by the Simpson 
Redwood Co. Entitled “Standard 
Nailing Practices,” the chart illus- 
trates all common redwood patterns 
and how they should be nailed. The 
8%” x 22” chart is printed on card- 
stock in two colors. It is an ideal 
reference source for dealers, archi- 
tects, builders, and Do-It-Yourself 
handymen. 

Contact: Simpson Redwood Co., 
Dept. SBS, 235 Montgomery Street, 
San Francisco, Calif. 
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VESTAL 


HIGH SMOKE DOME 


A complete unit . . . ready for installation. 
This correctly designed and proportioned 


fireplace unit, complete with throat damp- 
er, smoke shelf, and chamber, provides a 


form for the exterior masonry, thus elimi- 


nating the risk of failure and assuring a 
smokeless fireplace. Comes complete with 


glass wool insulation to be used between 


the masonry and the unit. 
labor and materials approximately offset 
the purchase price. Also there is saving in 
fuel cost, as this unit operates much more 
efficiently than ordinary fireplaces. 


@ WARM AIR throughout the room @ AIR SEAL damper-lock 


Savings on 


FULL-SIZE 
THROAT OPENING 


CLOSE-FITTING 
DAMPER 


ONE-PIECE 
FIREBOX 
ie” BOILER. 
PLATE 


BAFFLE PLATE 


@ CLEAN HEAT: no smoke @ VERSATILE: fits any style home 


DAMPER HANDLE 


FULL-SIZE 
SMOKE SHELF 
ve” BOILER. 
PLATE 


SQUARE 
CORNERS 


WARM AIR 
OUTLET 


HEATING 
CHAMBER 


GLASS WOOL 
INSULATION 


COOL AIR 
INLET 








FIREPLACE DAMPERS: rotary and poker control 


Vestal Fireplace Dampers are made of the 
highest quality cast iron; also available in 
all-steel construction. The damper door is 


Nesting feature 
requires a mini- 
mum of ware- 
house space. 


from 24” to 72”. 


carefully fitted for tight closing; easily re- 
moved to permit access to the flue for clean- 
ing. Offered in a complete range of sizes 





Multi-Opening 


FIREPLACE DAMPERS 


This Vestal all-steel Fire- 
place Damper is designed 


for contemporary 
places with more 


fire- 
than 


one side open. Such fire- 
places need larger flues, 


and larger and 


higher 


dampers to promote uniform burning. This damper’s wide 
flexibility provides an economical solution to today’s trend 
toward modern style homes and fireplaces. Of prime quality, 
heavy gauge steel; all seams electrically welded. Furnished 
with simple but durable pull-chain control. 





OUTDOOR ~*~ 
FIREPLACE UNITS 


ASH DUMPS 
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CLEAN OUT 
DOORS 
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CRAWL SPACE 
DOORS 
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UNDER-EAVE 
VENTILATOR 


GALVANIZED STEEL 
WINDOW WELLS 
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eS 


FORMED 
STEEL LINTELS 


a 


CONCRETE BLOCK 
LINTELS 





ACCESS DOOR 
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VENTILATOR 
GRILLES 
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MORTAR BOXES 
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WALL TIES 


VESTAL MANUFACTURING COMPANY 
TENNESSEE 


SWEETWATER, 
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OTHER FINE QUALITY 
PRODUCTS BY VESTAL: 


Bell Traps 


Cast Iron Grease 
Basins 


Underground 
Garbage 
Receivers 

Catch Basin Lids 


Cistern Rings and 
Covers 


Portable Grate 
Baskets 


Sewerage and 
Drainage 
Castings 


Manhole Frames 
and Covers 








Vestal Manufacturing Co. Dept. S-2 
Sweetwater, Tennessee 

Please send me detailed catalog of your com- 
plete line. 
(Check one of the following) 


Oo Dealer 
e Contractor 


Name 





Firm 





Address 





TT State 
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POWER TOOL DISPLAY 


A handy counter display is offered 
by the Thor Co. to exhibit portable 
electric SpeedTools. The merchan- 
diser has a 14%” x 28” metal base 
and a metal-framed perforated hard- 
board backwall 30” high. It is topped 
with Thor’s red and white trade- 
mark. 

Five electric tools — including 
drills, polisher, sander, and saw — 
can be arranged on the backwall 
and base of the display. Standard 
hook mountings make the display 
convenient for customer examina- 
tion of tools. 

Contact: Thor Power Tool Co., 
Dept. SBS, Prudential Plaza, Chi- 
cago 1, Il. 


HOME IMPROVEMENT LOANS 


A booklet on Home Improvement 
Loans contains new Title I FHA 
terms and rates for home-owners 
and farm property owners. The 20- 
page booklet contains pertinent in- 
formation on FHA coverage for re- 
modeling and repairs. A chart shows 
cost of loans to borrow. 

Quantities for bulk mailings are 
offered without cost to NRLDA 
federated associations. 

Contact: Chief, Printing & Publi- 
cations Section, Federal Housing Ad- 
ministration, Washington 25, D. C. 


HOME-PLAN BOOK 


The second edition of “Popular 
Homes and Plans,” a quarterly pub- 
lished by House Plan Headquarters, 
Inc., contains floor plans and pic- 
tures of 38 architect-designed homes. 
They include plans for expansion, 
ranch, and split-level houses. 

Contact: House Plan Headquar- 
ters, Inc., Dept. SBS, 117 West 48th 
Street, New York 36, N. Y. 


WALLPAPER DISPLAYS 


Wallpaper Council, Inc., offers two 
eye-catching displays to help create 








2-4x3-2 
2-4x4-6 
es O2x.3.--2 


windows available. 


Phone 6565 


IN STOCK FOR 
IMMEDIATE DELIVERY 


Full line of quality aluminum frame 
screens for wood double hung windows 


All popular stock sizes including: 


These screens are fully guaranteed! 


Top quality from .025 gauge aluminum— 
7/16 x 34 frame sections. 


Specified by Aluminum Frame Screen Association, 
F.H.A. and other Govt. Agencies. 


e Aluminum screens for all types of metal 


e Freight prepaid on shipments of 96 or more screens. 


Jobbers: Send today for full details and FREE sample. 


HOMECRAFT CORP. 


2. 8°94 = 6 
3-0x3-2 
3 -0x 4-6 


Lithonia, Ga. 
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sale atmosphere for wallpaper deal- 
ers. A colorful nine-piece pennant 
set for window and in-store use is 
offered free of charge. 

A child’s play store — complete 
with signs, shelves, counter top, and 
dummy packages — may be used as 
center piece for window display, as 
play corner in store, or as give- 
away premium with room lots of 
wallpaper. 

Contact: Wallpaper Council, Inc., 
Dept. SBS, 509 Madison Avenue, 
New York 22, N. Y. 


PLASTIC MATTING 


This attractive 

three-color mer- 

chandiser for 

Plast - O - Mat 

matting is offer- 

ed to dealers to 

display new 5’ 

lengths of the 

ribbed polyeth- 

ylene matting. 
The plastic 

matting is pack- 

ed 12 rolls to a 

display carton. 

It is said to be 

useful as a floor runner, shelf liner, 

sink mat, and for table top covers. 
In addition to the 5’ lengths, Plast- 

O-Mat is still available in bulk rolls 

in the standard 30” width. 
Contact: Warp Brothers, Dept. 

SBS, 1100 N. Cicero Ave., Chicago, 

Til. 


PANELING COLOR DECKS 


Two new color decks are available 
to dealers for Marlite Hi-Gloss and 
for Woodpanel and Marble Panel 
patterns. Other sample color decks 
available are for Korelock and Plank 
and Block. 

The color decks are handier and 
more useful than samples because 
they are convenient to carry and 
keep the lines together. Lending 
the color decks to retail customers, 
Marsh Wall suggests, gives the cus- 
tomer a reason to return to the 
dealer’s office. 

Contact: Marsh Wall Products, 
Inc., Dept. SBS, Dover, Ohio. 
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REDWOOD FACT: 


The use of properly kiln-dried 
siding is important for quality 
construction. Look for the “CRA 
CERTIFIED DRY” grade mark 
as evidence that the lumber has 
been graded and seasoned to ex- 
acting standards. 


Only the finest redwood 
Q_ bears this brand. 


SIMPSON REDWOOD COMPANY 


ARCATA, CALIFORNIA—Regional Offices: Atlanta, Chicago, Cleveland, Dallas, Kansas City, New York, San 
Francisco. Mills at Arcata, Eureka, Klamath, Korbel, California. Member California Redwood Association. 


free! 


redwood 


information 
chart *4 


‘‘COMPARATIVE RATINGS”’ 


® Here is the fourth in a series of 
practical and helpful wall charts de- 
signed by the Simpson Redwood Com- 
pany to help you sell more redwood, 
one of the most profitable lumber yard 
items. 


Redwood Information Chart No. 4, 
titled ““Comparative Ratings,” lists all 
of the common species of wood and 
rates the ten most important properties 
such as durability, strength, shrinkage, 
etc. Chart is 814” x 22” printed on heavy 
card stock. Other charts are “Grades 
and their Uses,” “Standard Nailing 
Practices” and “Standard Redwood 
Patterns.” 


For your free Information Chart just 
fill out coupon and mail. 


Watch for Simpson full-page, full-color 
ads in Saturday Evening Post, House 
Beautiful and American Home. 


Simpson Redwood Company 
Arcata, California 
Room 309 
Redwood Information Chart #4 [] 
‘ “Comparative Ratings” 
f r a Redwood Information Chart #3 ([) 
“Standard Nailing Practice” 


NAME 





FIRM NAME 





ADDRESS 





ZONE.____STATE___ 
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GRANT 
FOLDING 
PANEL 
HARDWARE 


als wp TG Saleh! : 


Grant hardware moves off your shelves fast, because 
in design and performance, there is no better hardware 
made. 





LEP 








... And Grant Folding Panel Hardware is the latest 
(and one of the best!) in the line... giving you selling 
point after selling point with which to satisfy your 
trade. 


FOR THE BEST PRODUCT DESIGN AND THE GREATEST MERCHANDISING 
ASSISTANCE, YOUR FIRST MOVE SHOULD BE TO GRANT 


1. Full Range: two door 
sets for 1’6”, 20", 2'6” 
and 3'0” openings 
four door sets for 3'0”, 
4'0”, 50” and 6’0” 
openings 


2. Passageway Set: 
Completely hidden hard- 
ware for between-room 
openings. 


3. Reinforced Jamb 
Bracket: Holds weight 
of full set of doors and 
keeps floor clear for 
rugs or tile 





4. Fast, Easy Installa- 
tion: Your unhandiest 
handyman will install 
hardware quickly. 


5. Quiet Operation: 

A Grant Trademark. 
Whisper-silent ... moves 
at the flick of a finger. 


6. Extra Setting Holes: 
Added anti-sag control. 
Fixes doors permanently 
in best operating 
position. 





7. Fully Adjustable: 

In every way! Vertical 
and horizontal — 
screwdriver and wrench 
— that’s all! 





8. “Captured” Lead 
Carrier: Positive assur- 
ance that carriers can’t 


pull out of track, 





The wonderful Grant 
Sliding Door Center... 
a remarkable new kind 
of display that can be a 
real “Center of Profits” 
for you! 





Write for your copy 
of the award-win- 
ning Grant Catalog. 


GRANT PULLEY and HARDWARE CORPORATION 
53 High Street, West Nyack, New York » 944 Long Beach Avenue, Los Angeles 21, California 


SLIDING DOOR HARDWARE © FOLDING DOORS * DRAWER SLIDES * DRAPERY HARDWARE * TUB ENCLOSURES * PULLS * POCKET FRAMES © SPECIAL SLIDING HARDWARE 
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PRODUCT BRIEFS 





ALUMINUM STEPLADDER of 
heavy-gauge extruded aluminum is 
offered by the Adams Engineering 
Co., Inc., Dept. SBS, P. O. Box 936, 
Miami 38, Fla. Five different ladder 
sizes are available in 4’, 5’, 6’ and 8’ 
lengths. 

Write P29 on reply card, page 66. 


INCINERATOR CHARGING DOOR 
for use in new or old flue-fed in- 
cinerators is introduced by the Don- 
ley Brothers Co., Dept. SBS, 13968 
Miles Avenue, Cleveland 5, Ohio. 
Donley’s Push-Door is said to elimi- 
nate the problem of trapped refuse 
by means of a straight chute that 
permits the refuse to drop directly 
through to the flue. A swinging 
baffle is included that closes off the 
chute from the flue to exclude smoke. 

Write P30 on reply card, page 66. 


MIXING FAUCET with soap-dish 
attachment is available from the 
Gyro Brass Manufacturing Corp., 
Dept. SBS, 51 Urban Avenue, West- 
bury, L. I., N. Y. The single handle 
mixing faucet permits a single mo- 
tion of one hand to control water 
volume and temperature. Guaran- 
teed to be dripless, it is made of 
brass, bronze, and non-rusting steel, 
plus triple chrome plating. 

Write P31 on reply card, page 66. 


SUBMERSIBLE PUMPS for deep- 
well installation where large vol- 
umes of water are needed are of- 
fered by the F. E. Myers & Bro. Co., 
Dept. SBS, 249 Orange Street, Ash- 
land, Ohio. The 6” diameter “SC” 
pump units can be installed in wells 
700’ deep and operate completely 
under water as a combined pump 
and motor unit. 

Write P32 on reply card, page 66. 


FIRE-RETARDANT FLOOR TILE 
is offered by Kentile, Inc., Dept. 
SBS, 58 Second Avenue, Brooklyn 
15, N. Y. The first vinyl asbestos 
floor tile to be produced, this tile 
comes in regular 9” x 9” size in .080 
thickness. Six color combinations 
and patterns are said to be ideal for 
use in homes, public buildings, and 
ocean liners. 

Write P33 on reply card, page 66. 


STORM SASH section in rolled alu- 
minum is offered by the Southern 
Aluminum Products Corp., Dept. 
SBS, P. O. Box 295, 7400 Northwest 
37th Avenue, Miami 47, Fla. Avail- 
able in lineals, this storm sash is 
convertible to a box or recess type 
window by the use of an alternate 
vinyl plastic weatherstripping. 
Write P34 on reply card, page 66. 
BARBECUE LIGHTER for dispens- 
ing fuel to light coke, charcoal, and 
wood fires is offered by the Eagle 
Manufacturing Co., Dept. SBS, 


Wellsburg, W. Va. The gold and 
black Barby-Q lighter holds 10 
ounces of lighter fluid. It is equip- 
ped with a 6” angle spout of seam- 
less tubing, with an open-close valve 
in the brass tip. 

Write P35 on reply card, page 66. 


WELDED VENTILATOR CORNERS 
are now available in the Ualco alu- 
minum intermediate projected win- 
dows. Sold by the Southern Sash 
Sales and Supply Co., Inc., Dept. 
SBS, Sheffield, Ala. all series of 
these windows have ventilators with 
all-around 4” double-contact weath- 
ering surfaces parallel with the face 
of the window. Series 600 and 700 
have tubular ventilators. Series 400 
and 500 have solid vent sections. 
Write P36 on reply card, page 66. 


ALUMINUM CLEANER by Ran- 
dolph-Page, Inc., Dept. SBS, 175 
Fifth Ave., New York 10, N. Y., 
cleans and removes streaks and 
stains and also leaves a satin finish 
and protective coating. Rap’s alu- 
minum cleaner is aided by finely 
ground aluminum in its formulation 
to more effectively clean aluminum 
products. It is inexpensive and avail- 
able in pints, quarts, and gallon 
sizes. 

Write P37 on reply card, page 66. 


BACKSET DEAD LATCH is now 
available for use on outswinging 
doors where additional security is 
required and where Kwikset “400” 
line locksets are set back 5” from 
the door edge. Kwikset Locks, Inc., 
Dept. SBS, 516 E. Santa Ana Street, 
Anaheim, Calif. 

Write P38 on reply card, page 66. 


GAS SURFACE UNIT is now offered 
by the Tennessee Stove Works, Dept. 
SBS, Chattanooga 1, Tenn. This Mod- 
ern Maid gas drop-in top requires 
no front cut-out. Only 3” thin it 
is said to be engineered so precise- 
ly that it will fit above the drawer 
space in most base cabinets. 
Write P39 on reply card, page 66. 


PLASTIC FLASHING requires no 
shop fabrication and may be cut to 
size on the job. It will form a seal 
around nails driven through it, is 
chemically resistant to gas, oil, acids, 
alkalies, fire, and it will not rust, the 
makers claim. It is produced with 
a paintable surface by the Dow 
Chemical Co., Dept. SBS, Midland, 
Mich. A black thermoplastic sheet 
of vinylidene chloride copolymer, 
the Saraloy 400 is said to be effec- 
tive against water penetration, for 
expansion joints, fascia coverings, 
and interior flashings for both res- 
idential and industrial uses. 

Write P40 on rep!y card, page 66. 
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WEATHERSTRIP THRESHOLD can 
be raised from %” to 1-%” by 
simply adjusting a few screws. It 
has been introduced by the Sager 
Weatherstrip and Calking Corp., 
Dept. SBS, 6724 South Ashland 
Avenue, Chicago 36, Ill. The No. 860 
threshold vinyl] weatherstrip can be 





reversed when one side becomes 

worn. It may be installed on door to 

assure a perfect weather seal. 
Write P41 on reply card, page 66. 


GARAGE DOOR OPERATOR is in- 
troduced as “Genie Lift-A-Dor” by 
Alliance Mfg. Co., Inc., Dept. SBS, 
Alliance, Ohio. Radio controlled, the 
device automatically unlocks, opens, 
lights, closes, and locks any over- 
head garage door at push of button 
in owner’s car. No FCC license re- 
quired for installation or use. 
Write P42 on reply card, page 66. 


STEEL TAPE in %” white lacquer 
width, with black inch and red foot 
markings, and red stud markings 
every 16 inches, is offered by Stanley 
Tools, Division of Stanley Works, 
Dept. SBS, 111 Elm Street, New 
Britain, Conn. in 25’, 50’, 75’, and 
100’ lengths. The steel case is cov- 
ered with coated fabric and features 
a spurred hook-ring for one-man 
measuring. 

Write P43 on reply card, page 66. 


CEMENT CONDITIONER for con- 
crete that will reduce the cement 
content of concrete by approximate- 
ly 9%2%, and increase its tensile 
strength up to 15% at 7 days, is now 
offered by the United Chemical Co., 
Dept. SBS, 16801 Euclid Avenue, 
Cleveland 12, Ohio. This product, 
Chemcon, is a dry powder to be used 
in small quantities as an ad-mixture 
to concrete in a ratio of % lb. per 
94 lb. bag of cement. 

Write P44 on reply card, page 66. 


CLOTHES-LINE PULLEY, mounted 
in Everlast aluminum bracket, has 
additional strength for normal home 
use. A large hole in bracket per- 
mits use of a heavier anchor-hook. 
The Everlast tenite butyrate wheel 
turns easily on an aluminum pin- 
axle which is firmly riveted to the 
bracket. Garden Specialties, Inc., 
Dept. SBS, 381 Bishop Avenue, 
Bridgeport 10, Conn. 

Write P45 on reply card, page 66. 
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Famous Symbols of Quality 


Fora... 
smooth ride 





“Whny-Line 
Fit ’n’ Finish 
SHUTTERS 


As more and more buyers are choosing interior 
shutters, the profitable iine for dealers is proving 
to be Wing-Line Fit ’n’ Finish. Any size of 
shutter installation for windows, doors, screens 
and room dividers, can be made from stock 
panels, ready to stain or paint. Complete hard- 


Just as “Chessie” has ware kits available. 


become a famous symbol 
ers ar) FREE SHUTTER DISPLAY 
ae GuaeReNg £51 TEz\| ... with purchase of 20 most frequently used 
service, NOYO, trade- assortment Fit ’n’ Finish shutter panels. Retail 
i sl li Rai value of shutters and hardware kits $146.75. 
mark of Union Lumber | Your cost only $94.50, with this attractive 
Company, stands for the | “Sales Scenter” Display FREE. Complete in- 
| structions with each order. ORDER TODAY! 


finest quality in 
REDWOOD. Te Sam A. Company, %xc. 


ne 5035 Willis Ave. Dallas 6, Texas 
Certified K. D. 


e VG & FG Stock 
e All Patterns 


» Mouldings What's so different 


Modernized mills and 
equipment and nearly 
three quarters of a century 
as Redwood specialists 
help keep true—“‘once a 
Noyo Dealer—always.” 











MIXED CAR 
SHIPMENTS 


UNION LumBER COMPANY Why has it "zoomed" 


to the top in 4 short 


years ? 


TREE FARMERS AND : 
MANUFACTURERS Why this coast-to-coast dealer enthusiasm ? 


FORT BRAGG Why this amazing poems 
CALIFORNIA user enthusiasm ? ! 1826 W. 54th St., Los Angeles 62, Cal.4 
San francisco : Sure, I'd like my copy. 
revagii” a Send for deft s 24 page ; ia 
Park Ridge, il, cartoon quickie” | Address 

SALES REPRESENTATIVES New York . 
THROUGHOUT THE NATION sg that tells you why ; City 


Member California Redwood Association 











| Company 








For more details on above items, use Coupon on Page 66 SOUTHERN BUILDING SUPPLIES for FEBRUARY, 1958 





Peterman _ 
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Seth 





















On this and subsequent 














REINFORCEMENT. A_20-page 
the findings of 

Foundation of the University of Toledo on ‘The 
Crack Resistant Properties of Gypsum Lath 
Plaster Angles Formed by the Intersection of 
Walls and Walls with Ceilings Reinforced with 
Various Types of Metal Reinforcement.” It 

the superior performance of Keycorner wire ., 
om Steel & Wire Co., Dept. SBS, Peoria 7, 


af 


204-A. ASBESTOS SIDING. Four-color folder 
ony, describes advantages of Ruberoid auto- 


asphalt shingles. Dept. BS, 500 venue, 


205-A. FACT FILING FOLDERS. The 

Aluminum Su) Comenge offers dealers a set of 
19 Fact Folders for ting up a handy reference 
iecaty en such pro@ecis os alemts roofing and 


siding accessories, farm gates, 


Ga. 


206-A. CEDAR-SHAKE PACKAGE. Literature de- 
seribes a handy consumer package of 5S 


ws corners 
tside walls. Shakertown 
SBS. 20310 Kinsman Road, Cleveland 22, Oh 


207-A. ALUMINUM PRODUCTS. Weather-Proof 

aluminum products are described im four folders: 
wane y awaines; an sterm- 

sereen doors w: -storage compartment; 

track combination double-h windows; Bat 

tion sterm-screen doors. Wea’ -Proof Co., Dept. 

SBS, P. O. Box 45, Litchfield, Ill. 


208-A. WESTERN PINE — SOURCES AND USES. 
WPA’s 1958 membership ae me BF lists 440 member 


ee ly, Mates and a avail- 
able. Six full-color f show Western Pine 
finishing ae and _ reproduced sam: Western 
ig Be ept. SBS, Yeon . 


Use This Handy Card 
NO POSTAGE REQUIRED 


Write in the code numbers of the 
HELPFUL BOOKLETS of which you 
want FREE copies — and also the 
code numbers of the NEW PRODUCTS 
on which you want more information. 
Fill in your name, position, firm, and 
address. Tear out and mail today! 





ates 


For more 
information 


e BUILDING SUPPLIES, 
you are offered an excel- 
lent selection of litera- 

ture on new Building Ma- 
FE af terials and products. For 
free copies, just fill in 












of SOUTHERN 


and return the handy 


postage-paid reply card 
209-A. PLASTIC-FINISHED PANELS. Full-color below to S-B-S. 





New aluminum 
is and 











detailed im AIA file folder. Also covered are Leslie 

tationary and revolving head gra Lumber with Wa' Paper for Shipment and 

Leslie reat, wall. and. eave ee tome Welding | any — EB = explains how > = 
Dept. SBS, 2943 West Carroll Avense, Set At- 














cabinets. Majestic Co., Dept. SBS, Huntington, 7, N. Y¥. 

212-A. WOOD WINDOW WALLS. Catalog No. 581 ee see, eee See ee ee eae. 

and dealer merchandising kit cover in detail use folder. 1¢ shows how this toxic-treated, ponderosa 

of complete line of Andersen wood window units pine unit can be used singly, in ribbons, 

for a institutional eB or light and stacks. The folder also covers we 1 
ial s t Brands and win- Lok double- units. Zuber Lumber + Dept. 

See ee See oe ee oe le 

sliding, casement, and Gouble-hung Pressure Seal 2%4-B. ASPHALT ROOFING MATERIALS. Four- 





units. Andersen Corp., Dept. SBS, Bayport, Min- 
nesota. 


i 
if 
i 
t 





213-A. WROUGHT IRON RAILINGS AND COL- agqientions. 1 coves, squuas and 

UMNS. New catalog page shows four column de- Dept. Ei Decade, \- Ol Co., Asphalt Sales, 

signs a with Versa wrought iron railing 7 

for Do-It-Yourself trade. Page explains case of 33-B. MASONRY WALL REINFORCEMENT. Bul- 
wrought iron dealer. Versa Products Co., letin gives specifications and shows Dur-O-WaL 





Dept. SBS, Lodi 4, Ohio. 
214-A. REDWOOD QUALITIES AND USES. “The 
Architect’ 





| 


a 
f 
fi 
























rehiteet’s Redwood File” offers complete inform- ine. SBS, P. O. Box 5446, Birmingham 7, 
a = - pr yore 
grades and uses of California redwood for resi- MORT. CEMENT. “Facts and Tables 
dential, farm, industrial construction and im- the User of Morter Oemaat” te'¢, beektcl mesurior 
provement. CRA Standard Specifications handbook Penn-Dixie products and uses. It includes ratios 
SBS py th BF Ey Dixie “Gosnent ; Dept. SBS, 6 East dtnd 

iJ ec! ’ 

: Street, New York 17, 'N. ¥. 

2-A. RUST-RESISTANT NAILS. Pocket-size hand- 101-B. BUILDING PRODUCTS. The new 
book gives for rust-resistant Sterm- ag Bay full line Pi 7 
goes yey LY zinc. Shows building products and aise cesential data on their 

styles and sizes chart of uses. W. H. Maze uses, includes jalousies, shingles, 
Co., Dept. SBS, 400 Church Boulevard, Pern, [il plastic deers and reom dividers, masonry 
13-B. INCINERATORS. Donley incineraters for N. J. mane 
in a new a technical “Gata 110-B. PLASTIC WATER PUTTY. sheet 

. are S 
a for —- floor-fed garden, one -—* — home uses ae Sete Reck- water 
steel Donley Brothers Co., Dept. , explains how color and lists types 

SBS, 13905 Miles Avenue, Cleveland 5, Ohio. of customers who uindiapeneable.” ‘Donald 
14-B. TENSION SCREENS. New dealer sales mane- — — 
al outlines 22 reasons for using Tension-tite ala- 
minum screens and shows photographs of a dealer 1l1l-B. WOOD WINDOWS. “For Happier Living” 
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Will be Paid 
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Addressee 






















BUSINESS REPLY CARD 


FIRST CLASS PERMIT NO. 582, SEC. 34.9, P. L. & R., ATLANTA, GA. 








SOUTHERN BUILDING SUPPLIES 
806 PEACHTREE STREET, N. E. 
ATLANTA 8, GA. 


More HELPFUL BOOKLETS Free! 


Shakes eed va fall-col Pictures bo eS te 
po yg A EO 


new hemes remodeling 
Service Bureau, Dept. SBS, Sinton “tom: Towa. 


Daryl Products Corp., Dept. SBS, 7240 N. E. 4th 
Avenue, Miami, Fla. 


104-D._ INSULATING ROOF DECK. A 20-Pase 
shows and describes roof deck oy -™ 





101-C. PLYWOOD PRODUCTS. 
cataleg (AIA File No. 19-F) tal 





for every 


8 55 West 44th 

Street, NY. 36, N 

1 FIBER ROOF COATING. G. The Easy and 

Low Cost Way to Repair and Renew Roofs” is a 

foot eaating. Gardner Asphalt Pred Co ban 
uc . 

SBS, P. 0. Box 5776, Tampa, Fla. 


105-C, WESTERN LUMBER SOURCES. A 44- 





m red cedar. Wes 
eubermen's Aam., pet SBS, tues Ww. 
Morrison Street, Portland,’ One 


106-C, Pane gl SASH Lm mae The 4 one- 





individ 

f. ss — Dept. SBS. 

ae es 

Rochester 14, N. ¥. 

107-C. ALUMINUM DOORS 

Spec: detail drawings, sizes are given 

for aluminum windows and eetabed Giese Dears “foots in 

the four-page folder on ‘“‘Britt 5 Glass Doors 

Sit an Reciswetst tess ieee toa: Ser Wess 
. rox- 

ten Road, Houston ust Tex. 


movable louvers. 
» Dept. SBS, 5035 Willits Avenue, 


SIDING. Flintkote 
t sidings are shown 


be merece Age an ap ap- 
_S ite Division of and 
Ontario Paper Co., Tae SBS, 500 Baker Building, 


patenggs rane STEEL PRODUCTS. “Farmers and 

Handbook” in 76 pages supplies data on 
specifications pians for Xora 
terials for femcing and roofing on farms. Hand- 
Pook alse inetades sent-out chara, househeld helps 
teen-ager tips. Tennessee Coal & Iron Division 
U. S. ‘Steel Corp. Dept. Dept. SBS, Fairfield, Ala. 


pe tatestlie NC offers 
tions for Selecting ona 
Sheet Metal Screw 


s,, 
108-D. . - STEEL FEAME BUILDINGS, ht-page 
varied of Dixisteel rigid-f: nccas es 
uses ~frame 
ts all-steel or gd 
Biri, FD er Th Anata, a 
P. O. Box 1714, A 1, Ga. 
101-E. METAL, WEATHERSTRIPS. Southern Metal 
thresholds 
Ne. 57A. This four- 
and 


so? PRESSURE- zaqATED LUMBER. “Safeguard 

Le isa, 1e-pas Woimanized Pressure-Treated 
. a 

ret “prod in 

ro uc: 

inc Dept: Ss, Ye Koppert Bulldng 


aoe TRANSLUCENT PANELS. The advantages 
0) 


and recommenda 
tions, is Cerrulux, LOF Glass 
Dept. 8BS. P.O.) O. Box 20026, Houston 25, Texas. 
105-E. ALUMINUM JALOUSIES. Conventionsd ona 
unusual uses for Truscon ili 


a catalog for dealers and cus- 
tomers. plete data are given on strip 
insulation products, built-up and roll roo 
accessories.” Flintkote Co., Dept SBS, 30 concrete 
feller Plaza, New York 20, N. | Ag hee, Devt. SES, 1600 Albert 


i-D. ASBESTOS-CEMENT PRODUCTS. Several 
brochures and folders—several in full color—show 10a. fm a pr peel a og 16-page 
bestos 8 w ormed shapes and a for —— Ji fabrica- 
Un: Unk Temp — Dept. “SBS 1010 West 
” ° ‘es 


ina colorfal 16-page ee. + pe ey 

how pag are im wood frame, brick 
solid masonry mx 

Steel Div., é 








1-G. oe regen ll Burns aluminum ten- 
sion screens, full-frame screen 
are described in an Ce 
Sait, Dedge “Wire Corporation, ‘Dent 
ge 
Spring Street, 8. ae, = 
101-D. WEATHERSTRIP SASH BALANCE. “Today 101-G. HARDWOOD FLOORING. “The Hard 
wality Selis the Home Buyer’ is an eight-page Flooring Handbook,”’ a rT , 4 ‘or retail foe 
about of Dura-seal dealer ‘salesmen, and te. Snstall Hardwood 
in a a Floors Over Concrete’ Siabs”’ contain essentiai 


A Atlanta 
homebuy "Dent. ans, Oak Ficorin: Co, “5 
uth Gutenge™” _ Cues _ Devt ete Glenaena Avenue, 


8. E., Atlan 
ALCeNUN, engpere GLASS DOORS. 101-H. ALMINUM NAILS. Brochure shows and 
Touch”’ a Lay folder the 


ae line of Phifer alumin 
ves specifications ant teen taste 0S euplains aoe 


aluminum alloy 


bail rem: 
vert SES. 120 BS. Lasalle ote 


FILL IN DATE OF ISSUE 
Send me these FREE Catalogs and Bulletins... 


Re be Ch ae ae ae Pee 


| want details on these New Products... 
ae 


i ae a 


Send me information on these Advertisements . . . 
(List page No., also company name if more than one ad on page.) 

















My Name 

My Position 
Company Name 
Street 


City 


list gives dealer costs of “‘job size’ boxes and 
50-Ib. cartens. Phifer Wire ucts, Dept. SBS, 
Box 12, Tuscaloosa, Ala. 


bs and ALUMINUM WINDOWS. Five color ee 
e descr: Valco aluminu 


tions, sizes, and 
details. thern Sash Sales & Supply Co 
Dept. SBS, Sheffield, Ala. 
102-1, yooe , Sanaes DOORS. Two color bre- 
illustrate the wide range of 
A tations in Raynor 
deors. Another: brochure shows color 
of ‘cary “24 garage doors in use. Raynor 
. Co., Dept. 5 Dixon, Ill. 
101-3. WOOD SIDING yousues. Three articles 
by John Reno are a in reprint form. They 
ine! House Si 


ings. ifie Li 

Wacker Drive, Chicago 1 

102-3. METAL be PRODUCTS. Cotaleg 57 
tions and sh 


gives oy ows and describes uses 
of Vestal fi 8, accessories, 


per 

wall ties, mortar boxes, 
and other products 
industry. Manufacturing 
A. SBS, Sweetwater, Tenn. 
103-J. FIBER-GLASS wen. New AIA aehies 


ives ta, 
jictures of Lascolite fiiber-giass . 
is aim yo eg Fy A m, Dopt. 
eren 
43 2938 South Sunol Drive, Los Ab 33, 





CTS. Genet a og 
is detailed in t 








extrusions. mereen Co., Ine., Dept. SBS, P.O. 
Box 5133, Columbia, §. 


105-J. CARPORT. Semel shows sizes and 
of - -purpese SeaView from attached 
t to free-standin: ie. Built of aluminum 

steel sspoam. oO en Flair win- 
pa awnings and = ts ~y - Industries, 
Dept. SBS, 4030 29th Street, Miami, Fla. 


106-3. VITRIFIED. md paseqors. Dickey's 
wall tile, P: pe 


F ’ . 
brochure. Sewage system tions 

gested. W. S. Dickey Clay Manufacturing Co., 
Dept. SBS, P. O. Box 2028, Kansas City 42, Mo. 
1-K. METAL LATH, ACCESSORIES. Colorful cata- 
log brochure shows and describes of 

lath, accessories, 


Me 
992, Birmingham, Ala. ‘Tables give fire test data 
and sound transmi transmission loss for the partitions. 


2-K. WINDOW, DOOR i mag Vulco alu- 
minum screens and jalousies, 
Superior 
doors 


Ideal storm 
and combination sterm doo 
are in 


log. Vulcan Metal Inc., Dept. SBS, 28¢1 
Sixth Avenue South, , Ala. 
i CONCRETE PLANTS. _ Brochure describes 


exac con- 
crete plants for lumber yards. Complete specifica- 
tions are given for nine "types of concrete plants. 
Information on Storage and aggregate 
——." included. The C. 8. Johnson Co., 
Dept. SBS, P. O. Box 71, Champaign, Lil 
102-L. STEEL FRAME BUILDINGS. Booklet with 
diagrams and color illustrations shows Steel to 
buildings for tarms, warehouses, ers, 
se uses. The post-free buildings save & 
erection. Available in widths from 3@ ft. to 
80 ft., with choice of sidewalls. Cuckler Mfg. Co., 
Dept. SBS, Monticello, lowa. 





103-L. WINDOW pe ge Three types of 
Anderson aluminum described in 


separate oom, 
include eae of 
Mfg. Co., = BSG oO 
104-L. IRON emnad AND COLUMNS. A two- 
of orna- 








uses. Specifications for 
— and are — = one. ox 
struct: designs are can e) 
SBS, 201 Cabel Street, Louisville 6 Ky.” 
105-L, MODERN WOOD PANELING. Colorful 
eratuvs describes as paneling 


Ven-0-Woot for’ economical use 

and stores. Specifications are inciuded. Inter- 
national Co., Long-Bell —— Dept. SBS, 
928 Grand venue, Kansas City 6, 


eee. | WOOD DOORS a dnl A folder 
and sheet ~~ ad Styidors that 


jnality fo pain a folder and 
View “fixed- d-light imo Vent "oper ifferent com- 
binations. Rock Island Millwork Co., Dept. 
Reck Island, Lil. 


106-B. FIR yt +A FACTS. Available to deal- 
are seat to Deugine Vir Fivweed kane Dont ene 
ry 
1119 A Street, “Tacoms 2, Was Wash ts ry Bs 
pocket-size fir plywood guide, it includes ic 
e-use data, advantages, and much “‘know- 





ies 


Also use this handy postage-paid reply 
eard for requesting information on 
items featured in PRODUCT PARADE. 
PRODUCT BRIEFS and S-B-S ADS. 





PRODUCT PARADE 





ALUMINUM STORM SASH 


An aluminum storm sash is intro- 
duced by Brown-Graves Co., Dept. 
SBS, Akron, Ohio. It is a companion 
unit to the Twintilt window that 
slides up and down and tilts for easy 
cleaning of all inside and outside 
glass areas from inside. 








A full-length “no glare” aluminum 
screen is combined with the storm 
sash and is removable from the in- 
side. Mounted on a single triple- 
track aluminum frame, both storm 
sash and screen slide from top to 
bottom to lock at any desired posi- 
tion with the aid of a weather-tight 
seal. 

Write P46 on reply card, page 66. 


INSULATING GLASS 


Solargray Twindow double-glazed 
insulating glass units are available 
in sizes up to 50 square feet from the 
Pittsburgh Plate Glass Co., Dept. 
SBS, 632 Fort Duquesne Blvd., Pitts- 
burgh 22, Pa. 

The Twindow product is available 
in metal edge only. It is constructed 


of 4%” Solargray plate glass and %” 
regular plate glass with either 
or %” in air space. The new glass 
product is said to permit architec- 
tural design emphasis on the fenes- 
tration pattern, to afford better glare 
control, to reduce heating and cool- 
ing variations, and to insure greater 
privacy for interiors. 

Write P47 on reply card, page 66. 


VENTILATING HOOD 


The Char-Grill vent-hood is offered 
by the Majestic Co., Inc., Dept. SBS, 
Huntington, Ind., to help provide 
adequate ventilation for indoor 
charcoal cooking. 

The Char-Grill hood is equipped 
with a powerful 400-CFM centrifugal 
twin blower for maximum efficiency 
It has an aluminum washable filte1 
that is easily removed for clean- 
ing. It comes with sockets for two 


incandescent light bulbs and sepa- 
rate switches for lights and blows 
fan. 

The hood is available in black 
enamel, antique copper enamel, 01 
stainless steel. It measures 36” wid 
32” high, and 24” deep. 

Write P48 on reply card, page 66. 


PERMANENT-COLOR SHINGLE 


A new process that “locks in” color 
has been developed by the Johns- 
Manville Corp., Dept. SBS, Box 111, 
New York 16, N. Y., for its Color- 
bestos roof and sidewall shingles 
With the new Colorbestos process, 
pigments are incorporated with the 
asbestos and cement during manu- 
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facture. Ceramic granules are im- 
bedded in the surface to add more 
color value and textural effect. The 
color will not run off, wear off, or 
peel off. 

A final surfacing of plastic, either 
colorless or slightly tinted, is added 
to each shingle to provide a pleas- 
ing tactile surface. 

The shingles come pre-punched, 
for fast application. 

Write P49 on reply card, page 66. 


POLYSTYRENE INSULATION 


A new perimeter and cavity wall in- 
sulating material has been developed 
with a built-in labor-saving feature 
by the Dow Chemical Co., Dept. SBS, 
1000 Main St., Midland, Mich. Trade- 
marked Scorbord, the black smooth- 
surfaced board of expanded poly- 
styrene measures 1” thick, 2’ wide, 
and 8’ long. 

Three prominently marked stria- 
tions have been cut the length of 
each board at 3”, 12”, and 20” marks 
across the width as a labor-saving 
device to help speed installation. 

Scorbord is said to be lightweight, 
waterproof, rotproof, chemical re- 
sistant, and to contain no food value 
for rodents or insects. Its structural 
strength permits the pouring of con- 
crete slabs directly on the plastic 
board. 

Write P50 on rep‘y card, page 66. 


STEEL STRAPPING TOOL 


The Acme Steel Co., Dept. SBS, 135th 
Street and Perry Avenue, Chicago 
27, Ill, offers a lightweight, yet 
rugged and versatile, steel strapping 
tool that provides faster and easier 
tensioning of strapping. 

This precision-balanced tool is so 
constructed that it enables the strap 
to be applied from any direction with 
the tool in any position. 

The B5 stretcher is available in a 
light-, medium-, or heavy-duty model 
to fit any particular job. The tool 
allows strap to be fed from a coil 
overhead, behind, or in front of the 
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operator. The seal can be applied in 
front of the tool or behind the rotary 
gripping dog, thereby reducing over- 
lap and material costs. 

Write P51 on reply card, page 66. 


FOLDING LOUVER DOOR 


A packaged folding louver door is 
announced by the Silcrest Co., Dept. 
SBS, 100 Thomas St., Wausau, Wis., 
that comes with all hardware applied 
to both door and jambs. The new 
door package is designed for ward- 
robes, closets, cabinets, space divid- 
ers and for home decor. 

The door is pre-fit, ready to hang 
and adjust. A screwdriver and ham- 
mer are the only tools needed for 
easy installation. 

The Crestline Bifold Door louver 
construction allows cross-ventilation 
and is a space-saver because it does 
not swing open. The curved profile 
of the stile is said to allow easier 
finishing and cleaning. 

Write P52 on reply card, page 66. 


FURNACE-AIR CONDITIONER 


The “70th Anniversary” models of 
Perfection Industries, Division of 
Hupp Corp., Dept. SBS, 1135 Ivan- 
hoe Road, Cleveland 10, Ohio, fea- 
ture a new gas furnace-air condi- 
tioner for year-round home comfort. 

The line introduces a new concept 
in packaged home heating and cool- 
ing. Styled to blend with traditional 
or modern decor, the heating and 
cooling units may be installed col- 


lectively or either unit added at a 
later time—anywhere in the house. 
Write P53 on reply card, page 66. 


COVER FOR WALKWAYS 


A low-cost prefabricated Walkway 
Cover was designed by Childers to 
meet the need for economical, archi- 
tecturally-approved walkways for 
modern buildings and homes. 

The Walkway Cover is mass- 
produced in standardized, all-steel 
units, and stocked for prompt ship- 
ment. These factors are said to save 
up to 30% in building costs and in- 
stallation. 

The fascia is either galvanized or 
white factory-applied baked -on 
enamel. The Bonderized steel re- 
quires no surface preparation for 
primer or paint finish. 

The Walkway Cover is easy to as- 
semble and install and requires little 
maintenance. Childers Manufactur- 
ing Co., Dept. SBS, Houston 8, Texas. 

Write P54 on reply card, page 66. 


TWIN BATHROOM CABINETS 


The Grote Manufacturing Co., Dept. 
SBS, Bellevue, Ky., offers twin cab- 
inets for “His” and “Her” use as 
companion pieces to twin lavatory 
sinks. 








The two recessed cabinets are 
separated by a wall-mounted plate- 
glass mirror, which is available in 
a variety of widths. The standard 
center mirror is 24” wide and the 
two rough openings, 105” x 3%”, 
are 26” apart. 

Each cabinet contains three bevel- 
ed glass shelves with a bottom ex- 
posed shelf of stainless steel. A 
poison cabinet is also provided for 
extra safety. Cabinet bodies and 
mirror backs are finished in plati- 
num gray baked enamel finish. 

Write P55 on reply card, page 66. 


INTERIOR LOCKS 


The Schlage Lock Co., Dept. SBS, 
2201 Bayshore, San Francisco 19, 
Calif., announces an entirely new 


series of low-cost interior residential 
locks. Schlage’s new “J” lock is of- 
fered “to meet streamlined building 
methods with a new approach to 
speed of assembly.” 

The “J” lock features a surface- 
mounted face plate and strike plate, 
pre-set mounting screws, adjustable 
strike tongue, snap-in knob assem- 
blies, snap-on rose, and panic-proof 
push button. 

The lock is available in Tulip or 
Plymouth design knobs of brass, 
bronze, or aluminum. 

Write P56 on reply card, page 66. 


BATHROOM HEATER 


The first bathroom convection heater 
constructed to fit between building 
studs is now offered by Circle-Air 
Industries, Inc., Dept. SBS, 224 Her- 
kimer Street, Brooklyn 16, N. Y. 

The heater’s double-wall construc- 
tion permits primary and secondary 
air-flow to be set up to permit maxi- 
mum heat output of 3415 BTU. The 
heating elements are U.L. approved 
and guaranteed for five years. The 
dual “black heat” elements are 
mounted one behind the other. Each 
is backed by a heat reflecting baffle 
plate. 

The Circle-Aire bathroom convec- 
tor comes complete with built-in 
thermostat and pilot light. It is avail- 
able in hammertone gray, Hawaiian 
tan, or silvertone enamel. 

Write P57 on reply card, page 66. 


APPLIANCE CENTERS 


The Westington Electric Corp., Dept. 
SBS, 246 East 4th Street, Mansfield, 
Ohio, has introduced two new auto- 
matic appliance centers to provide 
adequate horsepower for small elec- 
trical appliances. 

The central control units are de- 
signed for installation between 
studs in the standard 4” wall in an 
opening 1414” wide and are bracket- 
ed to two wall studs. 

The units have a single 240-volt 
circuit split into individual 120-volt 
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outlets, thereby enabling the home- 
owner to operate as many as five 
appliances at once. The problem of 
blowing fuses is eliminated by the 
pushbutton re-set curcuit-breakers 
wired into each appliance outlet. 

Write P58 on reply card, page 66. 


PLANE AND FILE 


Millers Falls Co., Dept. SBS, Green- 
field, Mass., announces a combina- 
tion tool, ‘““Plane-R-File,” that makes 
it possible to plane, shape, and 
smooth anything from soft wood 
to tough steel—all with a single tool. 

The dual-purpose tool is designed 
for home-owners, hobbyists, me- 
chanics, carpenters, service and re- 
pair men, cabinetmakers, plumbers, 
and electricians. Featuring a two- 
way handle, it can be converted from 
a plane to a file and back again 
in just a few seconds. 

“Plane-R-File” is double-sided for 
longer service. Inexpensive extra 
blades are available with either 
coarse or medium teeth. 

Write P59 on reply card, page 66. 


PANTRY CABINET 


Youngstown Kitchens, Division of 
American Standard, Dept. SBS, 
Warren, Ohio, offers Pantry Cabinet 
to fill need for extra storage in 
today’s modern homes. 














Equipped with sliding doors, the 
cabinet measures 48” long, is 13” 
high, and 1144” wide at top. It tapers 
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to 6” width at bottom. 
Built into the cabinet is a fluores- 


cent light valance, affording light for 


counter space and interior shelves 
Other uses could be as a kitchen 
desk, storage for bathroom, or built- 
in headboard for bed. 


Write P60 on reply card, page 66. 


BONDING AGENT 


Tile-Weld is the latest in the line of 


tile bonding agents manufactured by 
Larsen Products Corp., Dept. SBS, 
4934 Elm Street, Bethesda, Md. It 
is a colorless emulsion specially 
formulated for use as an admix. 
When added with water to port- 


land cement, Tile-Weld changes the 
chemical nature of the grout, ren- 
dering it more flexible and increasing 
its strength. Used full strength, it 
bonds a mortar bed for tile without 
suction, eliminating the need for 
metal lath. Diluted with an equal 
part of water, it becomes a primer- 
sealer. 

Write P61 on reply card, page 66. 


PLASTIC GARAGE DOOR 


Unusual in concept, a fiber-glass- 
plastic garage door embodies a de- 
sign principle called ‘“Monocoque” 
which renders a door so light a child 
can operate it. This garage door is 





TARTER, WEBSTER & JOHNSON 


Manufacturers of West Coast Mouldings 


| OFFERS EXCLUSIVELY TO JOBBERS 


: A Dependable 


\ Year Around Source of 


\ CALIFORNIA HIGH ALTITUDE 
| WHITE & DOUGLAS FIR 


L 


Via & ALSO MANUFACTURE AND SUPPLY 
THE FOLLOWING ITEMS IN PONDEROSA PINE: 


@ Finger Jointed Mouldings @ Doors and Jambs 


(Specified Lengths) 
@ Cut Stock 


@ Lineal Mouldings 


@ Windows and Sash 


@ Venetian Blind Stock 


CALL YOUR NEAREST JOBBER FOR TW&J MOULDINGS 


P.O. BOX 3498 
San Francisco 19, California Wea) 
r21 


PRospect 6-4200 


eletype SF 211 


For more details on above items, use Coupon on Page 66 





now being manufactured by Aldor, 
Inc., Dept. SBS, 2415 N.W. 75th 
Street, Miami, Fla. 

The nylon-reinforced fiber-glass- 
plastic panels are offered in five 
permanent translucent colors—snow 
white, dusty peach, cool green, sun 
yellow, and Florida coral. They will 
never need painting. 

The garage door is also available 
in all-aluminum and all-steel con- 
struction, in the same “Monocoque” 
design. 

Write P62 on reply card, page 66. 





| nice ea 4200S ~Cté«éOAMEED--PLLASSTTIC: PANNEELS 


The Aluminum Co. of America, Dept. 
SBS, Room 720, Alcoa Building, 
Pittsburgh 19, Pa., is now producing 
foamed-plastic insulated panels ready 
for fabrication into building products. 

Because these plank laminates are 
fabricated by a fast, continuous 
method, lengths are limited only by 
the size of handling and packing 
equipment. 

The foamed-plastic filling of the 
panels will not support fungus 
growth, rodents, or vermin. It is both 
moisture-proof and odorless. 

Write P63 on reply card, page 66. 


An all-steel, ready-built unit that fits 
inside any type mantel, in old or new 
fireplaces. Includes damper, downdraft 
shelf, smoke dome, firebox, and heat 
boosting ‘Radiant Blades." 





Majestic 
CIRCULATOR FIREPLACES 


A fireplace properly designed for service 

and enjoyment puts extra value in your houses! 

And that’s what you’re sure to get when you 

build a fireplace around a Majestic Circulator! It does a real heating 
job . . . always works right! Actually serves as secondary heating plant, 
or even primary heat source in certain areas and dwellings! Simple 
installation saves you labor and materials . . . eliminates guesswork! 
Any mantel or design of any height can be built around the unit to 
harmonize with any architecture. 
HOW IT GIVES EXTRA HEAT: 
Constant, even heat is circulated to all 
corners of room by warm-air grilles 
and cold-air returns. Can even be piped 


to other parts of house, upstairs and 
down. Ideal for chilly days . . . summer 


Majestic makes a complete line of indoor and outdoor 
fireplace equipment and building necessities 


Ev @ 


SHELF HARDWARE 


The Amerock Corp., Dept. SBS, 
Rockford, Ill., offers Turn-A-Shelf 
hardware in correlated parts for 
easy installation and dealer stock- 
ing. 


houses . . . homes in mild climates. 
Exclusive heavy metal Radiant Blades 
boost heat-radiating surfaces 45%! 
Welded to firebox at sides and back, 
they act as ducts or flues . . . direct cold 
air over hottest parts of firebox. 


CLEANOUT DOORS — Made of 
heavily formed steel or durable 
cast iron to suit every construc- 
tion need. Sizes from 8” x 8” to 
24” x 36”. Integral mortar locks 
for permanent anchorage. Rust- 
resisting asphaltum finish. 


DAMPERS — Constructed of 
heavy formed steel or cast iron. 
Withstands years of exposure to 
rust, smoke, soot, and heat. 
Extra tight closure, air-condi- 
tioned homes. Easy installation. 
Face or poker control. 


FOUNDATION GRATES — Avail- 
able in bar and adjustable 
types. Made in variety of sizes 
to suit every need. Provide 
greatest possible amount of 
space for free air passage with- 
out sacrificing strength. 


See Your Jobber or Write Today 


The shelf hardware consists of 
pivot-bearing fixtures, chromium- 
plated center posts, shelf brackets, 
and steel circular shelves. The V- 
and cone-shaped bearing has a sin- 
gle point of contact for free motion. 
Bearing is lubricated at the factory. 
The steel shelves are finished in 
Copper-Glo under clear baked en- 
amel, for permanency and high 


™ Majestic to. Inc. 


414-B ERIE STREET HUNTINGTON, IND. | 
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loss. 
Write P64 on reply card, page 66. 


74 For more details on above items, use Coupon on Page 66 





CONTROLLING COSTS 
(Continued from page 34) 


and (4) posts summary-sheet show- 
ing entire day’s operation. 

“In addition, this machine com- 
putes sales tax; records all ac- 
counts-receivable; carries forward 
all posting to a ledger sheet at 
the end of the day, and carries 
forward all totals for the day 
which are taken off on a summary 
sheet. 

“Of great importance, this ma- 
chine checks all computations 
made from the time the ticket 
was written — on through the 
machine computations, and each 
balance is automatically justified 
after posting on the machine. This 
is indicated by a O balance in- 
dicated on the machine ledger 
sheet. A balance shown here in- 
dicates an error. This is where 
an error in price or extension on 
a ticket will show up, eliminating 
the need for double checking these 
figures earlier. 

“After leaving the machine, the 
second, third, and fourth carbons 
— still intact — are broken down. 
The second (yellow) copy goes 
to the Cost Control and Inventory 
Department. The third (pink) 
copy goes to the customer’s file, 
and later is mailed with the cus- 
tomer’s statement (at the end of 
the month). 

“Now, we process the yellow 
(second) copy in our Cost Control 
Department. Here, it is (1) coded 
according to the department rep- 
resented; (2) each item is ‘costed’ 
— this represents the cost of the 
item only (usually the invoice 
price of the material) and does 
not include labor; and (3) the 
items are posted to our perpetual 
inventory. 

‘After the yellow sheet is ‘cost- 
ed,’ a girl multiplies the quanti- 
ties times their cost by calculator 
to give the total cost of the mer- 
chandise by departments. 

“It takes our operator about 15 
minutes to run the costs record 
for one day on our second 3100 
machine. A four-day lag, which 
can be cut to two at times, is 
usually experienced from the time 
the sale is made until the cost 
record is posted. Actually, we 
don’t find there is any real nec- 
essity for greater speed. We can 
complete this operation in 72 
hours, if required. On the other 
hand, when we are closing our 
books, this lag may run six days. 

“From these two operations — 
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the computing of costs and sales 
— the most important part of our 
daily sales and profit report may 
be assembled. This is the section 
that lists costs for the day and 
for the month, side by side, with 
sales for the day and month. 

“With costs and sales standing 
side by side, any glaring errors 
in pricing are immediately picked 
up. With so many items, there is 
always a great possibility of sell- 
ing numerous items below cost 
without knowing it. 

“With the cost record complet- 


Another good reason why it pays to be a| | Dickey) Dealer 


ed and kept up to date, we feel 
we can compete with other yards 
intelligently. We operate in a 
highly competitive market. There 
are 26 competitors, including eight 
or nine large lumber operations 
and around 18 small building sup- 
ply operators. 

“We lose some business to price 
undercutting from operators who 
probably do not know the cost of 
their materials. However, we do 
not ignore this business ourselves. 
We know there is only a certain 
volume of this business — a break- 





| Here is why Dickey Pipe 


is more profitable to you 


Few products, if any, have more advantages for the 
dealer than Dickey Clay Pipe. For example: 


No special warehousing: Dickey Pipe can be stored out- 
of-doors without protection from the elements. Rain, sun, 
frost and humidity cannot harm it. 


Half sold when you get it: Dickey backs you with a hard 
hitting advertising program that tells buyers in your 
community the advantages of installing Dickey Pipe. 


A superior material worth the price: Dickey Pipe costs 
more than some competitive materials and less than 
others... but regardless of price, you can honestly sell it 
as the finest house connection pipe on the market today. 


And these are only three of the reasons why it pays to 


be a Dickey Dealer. 


Providing improved sanitation for better living 


sanitary 
ICKEY 32:2 
clay pipe 
Ww. S. DICKEY CLAY MFG. Co. 
Birmingham, Ala., Chattanooga, Tenn., Kansas City, Mo,, Meridian, Miss, 


St, Louis, Mo, 


San Antonio, Tex, Texarkana, Tex.-Ark, 


If it's made of clay it's good...if it's made by Dickey it’s better 
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even point — beyond which we 
will not go. 

“The accounting system we now 
use gives us a control so rigid that 
if a man buys a nail and pays one- 
third more than he should, it will 
show up. This is why our cost 
personnel stand the chance of be- 
coming most unpopular. They re- 
fuse to approve any requisition 
for a purchase that will throw 
their picture out of line. 

“Another important _ result: 
With inventory and the cost con- 
trol picture intact, we exact rigid 
control over buying. Our inven- 
tory varies less than 8 per cent 
from one month to another, yet 
we do a volume of over $200,000 
a month! 

“Mrs. Walker, originator of our 
system, supervises the cost ac- 
counting and bookkeeping for 
Walker-Hallowell, Inc. She de- 
serves full credit for the system. 
It has been examined, appraised, 
and applauded by the Certified 
Public Accountants of several 
large firms — and they have all 
been outspoken in praising its 
completeness and simplicity. Even 
the government complimented us 
on it! 


“IT attribute the fast turn-over 
in our items to our control of 
inventory and our cost control 
system. We turn everything about 
10 times a year. Last year, we 
had 11 turns. 

“We take a daily inventory of 
our lumber. Each department 
head gets a complete inventory, 
a piece count, of all lumber on 
hand. This inventorying is fairly 
simple, now that we have com- 
pleted our change-over to the lift 
truck system. Everything is bun- 
dled for easy storage, palletized, 
and stored in our special sheds. 

“We keep a master card on 
each department. We also have 
another master card summarizing 
all departments. The yard super- 
intendent prepares these daily 
inventories by noting what he had 
on hand and what he shipped the 
day before. 

“We use a light, inexpensive 
shed for storage that has aroused 
a lot of interest among other build- 
ing suppliers. 

“These 24’ x 108’ sheds are sup- 
ported by 20’ creosoted telephone- 
type poles. Sunk in concrete, these 
poles narrow to 10” at the top. 
They are set in pairs 17’ apart, to 


support a truss-type roof. 

“Getting back to the cheap busi- 
ness market again, I would like to 
to clarify a point. 

“Of course, we do not want 
sales in this area, regardless of 
what price-cutters may be doing, 
and we do not want to eliminate 
ourselves from this market. How- 
ever, too much of this type of busi- 
ness is dangerous because a firm 
can easily fall down on service to 
its larger accounts when engrossed 
with a lot of this cheap business. 

“To keep ourselves informed as 
to where we stand with the types 
of business we handle, I receive 
an adding machine tape of each 
day’s business. This tape shows 
our sales broken down into four 
categories: (1) consumer sales; 
(2) project sales — to builders 
of from one to five houses; (3) 
large project sales; and (4) whole- 
sale sales — small cash-and-carry 
sales to truckers and others. 

“We use this tape to get sales 
for each category and to get the 
cost on each category. Thus, we 
can see whether we are upsetting 
our balance between the cheap 
business and the more lucrative 
large accounts.” 











MADE IN THE SOUTH’S LARGEST 
STANDARD MILLWORK FACTORY 


IDEAL COMPANY e WACO, TEXAS 


CASH IN ON THE POPULAR TREND TO 
CLOSET FOLDING DOORS WITH 


Your customers will like IDEAL Glide and 
Fold Doors because they save floor space; make 
all areas of the closet easily accessible; give 
rooms a look of distinction; and operate so 
easily and quietly. 


Choice of three types of doors: louver and 
3-raised panel of Western Ponderosa Pine; and 
flush doors in gum, birch, or Lauan mahogany. 
Unit consists of four doors, hinged in pairs; 
aluminum track; and all hanger hardware. 


Ask your jobber for complete information, or 
write IDEAL Company, Box 889, Waco, Texas. 
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HELPFUL LITERATURE 





AWNINGS AND PATIOS. A 12- 
page question-and-answer booklet 
on Ray-O-Lite translucent fiber- 
glass awnings and patio roofs is 
available from the Ray-O-Lite Corp. 
of America, Dept. SBS, 316 Peach- 
tree Street, N. E., Atlanta, Ga. 


GOLDEN-TONE STONE. A full- 
color brochure’on Briar Hill split- 
face ashlar sandstone covers the 
stone setting, wall patterns, flag- 
stone patterns, wall sections, and 
handling data. The Briar Hill Stone 
Co., Dept. SBS, Glenmont, Ohio. 


INSULATION MANUAL. A 12-page 
manual reports field research on the 
use of 6” of mineral fiber insula- 
tion in ceilings, 3” in side walls, and 
2” under exposed floors or around 
perimeter of basementless homes. 
Data show savings in original cost 
of heating and cooling equipment 
and average operation savings for 
typical homes that are adequately 
insulated. United States Mineral 
Wool Co., Dept. SBS, Stanhope, 
N. J. 


COPPER FOIL. An eight-page book- 
let illustrates commercial applica- 
tions and describes the properties 
of Anaconda “Electric-Sheet” cop- 
per foil. Its electrical applications 


and architectural uses are included 
The American Brass Co., Copper 
Foil Dept., Dept. SBS, Waterbury 
20, Conn. 


EXPANSION JOINTS. The Expan- 
sion Joint Institute has produced 
a new manual entitled “Design 
Practices and Uses of Premoulded 
Joints in Concrete Pavements.” It 
includes comprehensive _ technical 
data and illustrations on the many 
types of premolded joints, their ap- 
plications, and installation. Expan- 
sion Joint Institute, Dept. SBS, 121 
Hill Avenue, Aurora, III. 


METAL DOORS AND FRAMES. A 
12-page catalog offered by United 
Steel Fabricators, Inc., Dept. SBS, 
Wooster, Ohio, shows standardized 
Wooster metal doors and frames, 
and includes complete specifications 
and engineering details. 


BATHROOM CABINETS. The Grote 
Manufacturing Co., Dept. SBS, Belle- 
vue, Ky., offers a catalog on the 
Grote line of bathroom cabinets and 
bathroom accessories. 


HARD MAPLE FLOORS. A timely 
research report on the control of 
expansion in Northern hard maple 
floors is now available. Emphasis is 


placed on the importance of proper 
nailing. Single copies of the report, 
“Controlling Expansion of Hard 
Maple Floors,” are free from the 
Maple Flooring Mfrs. Assn., Dept. 
SBS, Room 548, 35 East Wacker 
Drive, Chicago 1, Il. 


MACHINE TOOLS. A complete, il- 
lustrated catalog describes in detail 
each Walker-Turner machine tool, 
including specifications and model 
number, It includes band, circular, 
and scroll saws; belt and disc sur- 
facers, cut-off, machines, drill 
presses, grinders, jointers, lathes, 
shapers, and accessories. The Walk- 
er-Turner Division, Rockwell Manu- 
facturing Co., Dept. SBS, 400 N. 
Lexington Ave., Pittsburgh 8, Penn. 


WOOD PANEL INSTALLATIONS. 
Two four-page folders in full color 
show striking photographs and archi- 
tect’s sketches of Tenex waferwood 
panel installations. Featured in the 
new literature are rubbed gold pan- 
els applied to a gilded wall, sliding 
cabinet doors, and other decorative 
design accents. Pack River Tree 
Farm Products, Dept. SBS, P. O. 
Box 1452, Spokane, Wash. 


PORTABLE NAILERS. A six-page 
brochure shows both pneumatic 
“pushbutton” and mallet-drive mod- 
els of portable nailers and pinners. 
A chart shows specified fasteners to 
be used with each gun. Spotnails, 
Dept. SBS, Evanston 50, Ill. 


—S———! 
S——=S 


NEWS OF CASH & CARRY SELLING IN SOUTH 





IN SPARTANBURG, S&S. C., the Neely Lumber Co. has 
opened a new cash and carry department for building 
supplies at the Neely yard on Old Union Road... . 
IN GREENVILLE, S. C., the Cash & Carry Lumber Co. 
has opened a new ‘wholesale’ cash & carry lumber yard 
five miles west on dual lane highway 29-A, at the rear of 
_ the Johnson Motor Lines Terminal... . IN ROANOKE, 
VA., the Roanoke Building Supplies Corp. has begun 
operations in a new two-story building of a cash & carry 
‘wholesale’ building materials business. The 84,000- 
cubic-foot building is on a Virginian Railway siding at 
Cleveland Avenue and 17th Street. Personnel includes 
James C. Lester, vice-president; D. D. Brown, office 
manager, and C. M. Riggle, purchasing agent. . . 
IN CHATTANOOGA, TENN., George Martin and W. B. 
Willingham have opened Put-N-Take Building Supplies 
at 416 West Main Street. They advertised “quality mer- 
chandise — cash & carry prices.” . . . Lowe’s, Inc., of 
North Wilkesboro, N. C., parent organization for Lowe’s 
hardware, building supply, and home furnishing stores, 
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soon will open new branches at RALEIGH, N. C., and 
KNOXVILLE, TENN. Lowe’s personnel manager, Van 
P. McClellan Jr., recently announced the appointment 
of two merchandisers to the company’s sales organiza- 
tion. The new Lowe employees are Harry S. Baker Jr. 
of Charlotte, N. C., formerly Southern radio and tele- 
vision manager for Westinghouse, and Joseph Davis of 
Memphis, Tenn., formerly with Sears, Roebuck and Co. 

. . Regarding the long, illustrated article on cash & 
carry operations in the January issue of SOUTHERN BUILD- 
ING SUPPLIES, Robert B. McClure, manager of the Mc- 
Clure Lumber Co., one of Charlotte’s largest building 
supply retailers, wrote: “I think this story is well 
worded and all statements made in it are facts. I also 
feel that you have done a swell job of covering the 
operations so completely with this story. I only question 
the one sentence that relates to weekly salaries and com- 
missions the salesmen in these operations are getting. 
Based on the information I have been getting on this 
type operator, I believe this figure has been exaggerat- 
ed.” . . . Commented J. Donohoe of the Andrews & 
Donohoe Lumber Co. in Timmonsville, S. C., on the 
article: “I have read with great interest your article 
in S-B-S on the cash & carry operations through the 
two Carolinas. We operate in the small town where 
Varina Wholesale opened their first branch three years 
ago. Timmonsville has less than 2,000 population and 
we had been in business here seven years before they 
opened. Now we are starting our 11th yar here. Al- 
though thy caused us to practically revamp our whole 
operation, we are still here and expect to be here, after 
feeling that the odds were greatly against us and it was 
real discouraging at the time.” 





You can't beat Hobbs 
Wall Redwood! 


MUU Waa 
By 





Milling, grading and shipping know- 
how doesn’t come overnight. Hobbs 
Wall has been engaged in producing 
and marketing California Redwood 
lumber for over 90 years. 

Result? Size for size, grade for 
grade — Hobbs Wall Redwood can’t 
be beat! 

For name of nearest Hobbs Wall 
wholesaler or commission man, write 
or wire now. 


HOBBS WALL 


Hobbs Wall Building, 
2030 Union St., San Francisco 
Fillmore 6-6000 + Teletype SF-761 


Hobbs Wall is Exclusive Distributor for 
WILLITS REDWOOD PRODUCTS CO. 
A CRA Mill 
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DEALER NEWS 





MISSISSIPPI 


GULFPORT: The Davis Paint Co. 
now features custom mixing of 
Martin-Senour paints. The paint 
mixer, called the Colorobot, is a 
series of eight tanks containing the 
proper chemical ingredients to pro- 
vide the exact duplication of any of 
144 paint tones desired by the cus- 
tomer. 


KOSCIUSKO: Jim Scarborough, 
head of the Scarborough Lumber Co. 
here, has been named vice-president 
of the Kosciusko-Attala Chamber of 
Commerce. 


TEXAS 


CORPUS CHRISTI: The Jack H. 
Scholl Lumber Co. expects a large 
shipment of lumber by water in 
January. This shipment of over two 
million board feet will be the first by 
water since 1950 when the shipping 
line connecting the port of Corpus 
Christi and the Pacific Northwest 
was suspended. Port authorities have 
effected renewal of the regular 
shipping line service. 


FORT WORTH: Newest and young- 
est president the Home Builders 
Assn. of Fort Worth has ever had is 
the incumbent, Robert W. Driskell. 
He has grown up in the building 
business as an associate of his dad, 
Joe Driskell, who was the HBAFW’s 
first president in 1946. He heads the 
Driskell Lumber Co. and the R. W. 
Driskell Construction Co. During the 
last nine years this and other firms 
in which he is active, have built 
more than 500 houses and developed 
the Sunset Heights addition. 


OKLAHOMA 


PRYOR: Gerald Clack has been 
named manager of the Long-Bell 
lumber yard here. Clack has been 
associated with Long-Bell for 11 
years. He replaced Glenn Pearce, 
who has joined the Antrim Lumber 
Co. in Sand Springs. 


NORTH CAROLINA 


NORTH WILKESBORO: Dating 
back to 1900, three Jenkins firms 
here have been reorganized under 
a single operating firm known as 
Jenkins, Inc. The firms are Jenkins 
Hardware Co., Maurice Miller, man- 
ager; Jenkins Building Material Co., 
Clyde Sidden, manager; and White 
House Furniture Co., Dean Rhodes, 


manager. The firms will continue in 
separate locations. 


KANSAS 


OTTAWA: All outstanding stock 
of the Ottawa Lumber Co., Inc., has 
been acquired by W. W. Clevenger, 
Pomona; Ted Van Valkenburg, Over- 
brook; and S. Robert McCrea, Ot- 
tawa. Clevenger and McCrea have 
been with the firm since 1930. Van 
Valkenburg joined it in 1941. 


ARKANSAS 


LITTLE ROCK: Raymond H. Bosh- 
ears is the new manager of the Little 
Rock store of the Long-Bell Lum- 
ber Co., a division of the Interna- 
tional Paper Co. He succeeded C. D. 
Robertson, who recently resigned to 
join the Cuckler Manufacturing Co. 
at Wichita, Kan. 


SOUTH CAROLINA 


ANDERSON: A charter of in- 
corporation has been granted the 
Redi-Mix Concrete Co., Inc. Presi- 
dent of the corporation is L. Cham- 
blee. 


LOUISIANA 


TALLULAH: Vico Concrete Co., 
Inc., concrete products and materials, 
has been granted a charter of in- 
corporation. 

NEW IBERIA: Hayes Brothers 


Concrete Co., Inc., has changed its 
corporate name to Materials, Inc. 


BATON ROUGE: Capital Special- 
ty Co., Inc., has been granted a char- 
ter of incorporation to sell building 
specialities. 





OBITUARIES 





LESLIE W. BLOCK, 61. Salesman 
for the Wiles-Chipman Lumber Co. 
in Webster Groves, Mo. 


MIERS C. JOHNSON, 67. Veteran 
lumberman and former president of 
the Burton-Lingo Co. in Fort Worth. 
ALFRED H. NORRIS, 67. Co-owner 
and manager since 1922 of the La 
Porte Lumber Co., La Porte, Tex. 


A. L. DEMONTCOURT. Retired 
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manager of the lumber division of 
E. L. Bruce Co., and president of 
the Memphis Lumbermen’s Club in 
1931. 


PAUL W. LIGHT, 76. Founder and 
owner of the Paul W. Light Lumber 
Co., Liberal, Kans. 


SELLING TIPS 
(Continued from page 37) 


paneling installed properly at low 
cost. We can help solve that prob- 
lem.” Then help him solve it — 
and pocket the order! 

9. Be enthusiastic! Enthusiasm 
is contagious. Show your prospect 
that you believe in your product 
and what it can do for him, and 
you pave the way for an open- 
minded hearing of your case. 

10. Be sincere! Take a real in- 
terest in your prospect’s problem 
and offer him help in every way 
possible. Since you visit people 
in similar businesses, you may be 
able to offer valuable advice from 
your observations. 

Of course, never violate a con- 
fidence. Remember what Lincoln 
once said: “If you would win a 
man to your cause, convince him 
that you are his friend.” 

* For the name of this machine, 
write: Editor, Southern Building 
Supplies, 806 Peachtree Street, 
N. E., Atlanta 8, Georgia. 


Ex-Atlas Officials 
Now Forestry Advisors 


A new specialized management 
consulting firm, the International 
Forest Products Corp. has opened 
offices in Portsmouth, N. H. The 
firm will concentrate on manage- 
ment services to selected com- 
panies in any phase of the forest 
products industry. 

Specific counseling areas will in- 
clude evaluation of forest proper- 
ties, plant methods and layout, 
labor relations, product and market 
research, sales expansion, adver- 
tising, traffic management, per- 
sonnel, and financing. 

Heading the new firm as presi- 
dent is Douglas M. Cowie, former 
vice-president in charge of manu- 
facturing at Atlas Plywood Corp. 
Vice-president of the new firm is 
Frank W. Harney, former chief 
executive officer and senior vice- 
president of the Atlas Plywood 
Corp. 
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TRANSIT-MIX 


with separate 





cement scale 








Interested in a low- 
cost entry into the com- 
mercial ready-mix field? 
Or, if you're planning to 
modernize or expand ex- 
sisting facilities, it will 
pay you to look into the 
low price and high qual- 
ity of this new Johnson 
Econoplant. All-welded 
55-cubic yard bin has 3 
aggregate compartments 
(total 45 cu. yds.) and a 70-barrel 
cement compartment complete with 
low-pressure aeration system. 180- 
bbl.-per-hour cement bucket ele- 
vator has 3 h.p. gearmotor with 
roller-chain drive, and boot hop- 
per for bulk or bag cement. 


Meets rigid specifications 

One of the big plus values of this 
Econoplant is separate weighing 
of cement to comply with exacting 
requirements for specification con- 
crete. Included in the low price 
is Johnson’s 3 cubic yard Concentric 
aggregate-cement batcher, manu- 
ally-operated. It weighs the cement 
on an independent scale, separate 
from aggregates. Centrally-located, 
sealed hopper discharges cement 
within the aggregates. This mini- 
mizes dusting, and pre-mixes all 
materials. 


Econoplant is ideal for clamshell 
charging — has large aggregate 
bin openings. Charging height is 
only 30/2 feet. Where desired, it 


(Koehring Subsidiary) 
BATCHERS «+ 


CONCRETE PLANTS «+ BINS *+ 


Econoplant is ready to start producing in 
minimum time upon arrival. All-welded bin, 
self-contained batcher unit, easy field as- 
sembly of other structures simplify instal- 
lation. Maximum erection lift, about 5 tons. 








can be equipped with belt conveyor, 
open-inclined or vertical-enclosed 
bucket elevator for aggregates, at 
additional cost — also auxiliary 
storage silo, and undertrack screw 
conveyor system for cement. 


Other optional accessories: bin sig- 
nals, water batcher, water meter 
— and weather-proof electric con- 
trol panel for all plant motors (a 
package unit, requiring only simple 
field wiring). Want more facts? 
See your Johnson distributor right 
away — or mail coupon today. 


eeeeeeveeeee ee eeeeee 
c.s. JOHNSON company 
CHAMPAIGN, ILL. 
Send us literature on new Econoplant 


NAME 





TITLE 





COMPANY. 





STREET. 





CITY, STATE 





AlOBW SBS 


ELEVATORS + SILOS «+ BUCKETS 
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MANUFACTURER NEWS 





ATLANTA, GA.: Malcolm Mc- 
Dowell Hemphill has been named 
chief chemist of the local plant of 
Minnesota Paints, Inc. Hemphill, 
who joined Minnesota Paints in 1949, 
will head up all laboratory testing 
and quality control at the plant here. 


MINNEAPOLIS, MINN.: A new 
East Central sales district has been 
created by the Insulite Division of 
the Minnesota & Ontario Paper Co., 
to serve better nine territories in 
eastern Ohio, western Pennsylvania, 
and West Virginia. Heading up the 
district as assistant sales-manager- 
field is W. J. Berg, 36-year-old 
former Insulite salesman in the Mil- 
waukee area. He is a graduate of 
Carleton College and a highly dec- 
orated Marine veteran of World War 
II and the Korean conflict. 


BATON ROUGE, LA.: Ronald A. 
Coco, Inc., manufacturer of struc- 
tural glued laminated lumber, has 
been elected to active membership 
in the American Institute of Timber 
Construction. According to Frank 
J. Hanrahan, executive vice-presi- 
dent of the institute, this is the first 
firm in the mid-South to qualify for 
membership in this national organ- 
ization. 


AMBLER, PA.: Gerald F. Connell 


has been named = service-to-sales 
supervisor, a newly-created position 
in the research and development di- 
vision of Keasbey & Mattison Co. 
here. Connell was formerly with the 
E. I. duPont deNemours Co. in Gibbs- 
town, N. J. Charles R. Meek has 
been promoted to quality control 
manager of Keasbey & Mattison Co. 
Formerly assistant quality control 
manager, he joined the firm in 1953 
as a quality control supervisor at 
its Santa Clara, Calif., factory. 


SAN FRANCISCO, CALIF.: Kel- 
ly-Van Fleet, Inc., a plywood sales 
company in the bay area, has been 
formed by Robert N. Kelly, presi- 
dent; George R. Van Fleet Jr., vice- 
president, and Mrs. Mabelle J. Van 
Fleet, secretary-treasurer. 


BALTIMORE, MD.: The H. B. 
Davis Co., paint manufacturers, re- 
cently elected two new vice-presi- 
dents. They are John H. Kelly, 
technical and research division, and 
James P. Cannon, resins and vehicle 
division. Named assistant executive 
vice-president was Arthur L. Smith 
Jr. 


MIAMI, FLA.: The Miami Window 
Corp. has appointed Jack Stark as 
publicity director. He will direct the 
aluminum window company’s pub- 


U. S. STEEL HOMES SHOW STEELSTYLE LINE 


This is one of five Steelstyle model homes recently opened for inspection at 
Louisville, Ky., to demonstrate steel-framed construction at reasonable cost. 
This model has four bedrooms and two bathrooms. 

The basic exterior of the home can be erected in one day by six men. 
The interior partitioning can be completed on the second day by the same 
crew. All Steelstyle homes are of one-story construction. 

The Homes Division of the United States Steel Corp. manufactures the 
steel-framed exterior, interior wall panels and partitions, and a free-supporting 


wood roof truss. 


Plywood sheathing covers exterior panel surfaces. Wood siding, shingles, 
brick, or masonry may be superimposed to give a conventional appearance. 


licity and edit its dealer and em- 
ployee publications. 


ST. JOSEPH, MO.: Jack OD. 
Sparks has been appointed director 
of marketing for RCA Whirlpool 
home appliances and Estate ranges 
of the Whirlpool Corp. He joined 
Whirlpool in 1940 and has served 
as general manager of the laundry 
division, assistant to the general 
sales manager, advertising manager, 
and advertising and sales promotion 
manager. 


ALEXANDRIA, LA.: The lumber 
interests of the J. A. Bentley Lum- 
ber Co. have been conveyed to the 
T. L. James Co. on a 99-year lease- 
hold basis. The property is located 
in Rapides, Allen, Natchitoshes, 
Vernon, and Evangeline parishes 
with headquarters here. The J. A. 
Bentley Lumber Co. will continue 
operations as long as the company 
owns un-cut standing timber, ac- 
cording to J. W. Beasley Sr., a 
trustee for the J. A. Bentley inter- 
ests. 


CHICAGO, ILL.: Samuel B. Webb 
Jr., superintendent of the Brandon, 
Miss., plant of the Marquette Ce- 
ment Manufacturing Co., has been 
named assistant director of opera- 
tions for the company. Webb will 
maintain headquarters at Mar- 
quette’s general offices in Chicago. 
Harry O’Brien has been named su- 
perintendent of the Brandon plant. 


COLUMBIA, S. C.: Lewis E. Fellers 
has been appointed dealer sales rep- 
resentative in eastern Georgia and 
all of South Carolina by the Ma- 
sonite Corp. He is a graduate of 
Citadel College. 


SUN VALLEY, CALIF.: Arthur J. 
Lopatka has been appointed vice- 
president of Sun Valley Industries, 
Inc. Formerly Midwest regional man- 
ager of the company, he recently 
was the general manager of the East- 
ern division with offices in Chicago, 
Ill. He will continue to supervise the 
activities of the Eastern Division in 
addition to his new duties. 


WASHINGTON, D. C.: Fred B. 
Zoll Jr., manager of the Washing- 
ton sales office of the Libbey-Owens- 
Ford Glass Co. has been elected 
president of the Washington group 
of the National Security Industrial 
Assn. This association includes rep- 
resentatives of 525 corporations 
brought together by the late James 
Forrestal, first Secretary of Defense, 
to keep defense leaders informed 
of what industry is doing — and 
can do — to keep America ready 
for any defense emergency. 
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Viclad Now Owns Tracy 
and American Kitchens 


Viclad Industries, Inc., has ac- 
quired the American Kitchens 
name and line of kitchen equip- 
ment from the Avco Manufactur- 
ing Corp. Announcement of the 
acquisition was made jointly by 
Alfred Dallago, president of the 
Tracy Manufacturing Co., Pitts- 
burgh, Pa., a wholly-owned sub- 
sidiary of Viclad, and by Curry 
W. Stoup, vice-president of Avco 
and general manager of its AK di- 
vision in Connersville, Ind. 

Also a producer of kitchen cabi- 
nets and allied equipment, the 
Tracy firm was purchased by 
Viclad earlier in 1957. Manufac- 
turing of kitchen cabinets for both 
the Tracy and American Kitchens 
lines will be centered at the Tracy 
facilities in Pittsburgh. The AK di- 
vision will make dishwashers and 
sinks at Connersville for the Vi- 
clad organization. 

Both the Tracy and American 
Kitchens distributorship systems 
will be continued, Dallago said. 


Buys Standard Abrasives 


The Standard Abrasives Co. of 
Holbrook, Mass., has been pur- 
chased by the Pullman Vacuum 
Cleaner Corp. of Boston. The Hol- 
brook plant will manufacture sand- 
ing discs of various sizes and grits. 

It will be operated as a sepa- 
rate division of the parent com- 
pany. Herman Sundhauss has been 
named division manager for the 
plant. 


Douglas Whitlock of SCPI 
Given Vocational Award 


Douglas Whitlock, board chair- 
man of the Structural Clay Prod- 
ucts Institute, was awarded the 
American Vocational Association 
award of merit at the SCPI an- 
nual meeting at White Sulphur 
Springs, W. Va., recently. 

Given for the first time in 1957, 
the AVA award went to Whitlock 
for having contributed significantly 
to better vocational training. He 
is specifically credited for the di- 
rection of a training program, said 
to have resulted in more than 
50,000 skilled journeymen since 
the end of World War II, which 
has lowered the average age of 
bricklayers from 58 to 40 years. 
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#321 — Cold-rolled, weather- 
stripped glass frame section for 
jalousies, windows, casements. 


#WE 2 — Extruded glass frame 
section with snap-in glazing 
spline for jalousies, casements 
_ windows. 


#701 — Cold-rolled, recessed 
box-screen frame for jalousies 
casements, combination 


~~ dows. 


win 


#WE 7 — Extruded glass frame 
mullion for joining window panes 
in aluminum window frame. 


#WE 8 — Extruded, weather- 
stripped plate glass or crystal 
glass frame for picture windows. 


EXTRUDED & COLD-ROLLED 


ALUMINUM 


HAPES 


BETTER ALUMINUM WINDOWS AND DOORS 
WITH MORE AND MORE SALES FEATURES . 
the result of constant engineering enabling Vulcan 
Metal Products to furnish more efficient, more 
serviceable aluminum shapes to the fabricator. 
That's why aluminum windows, screens, storm sash, 
porch enclosures, plain and combination doors 
fabricated with VULCO materials SELL BETTER 
than any other aluminum products on the market 
today. Mail the attached coupon and discover 
without obligation how YOU CAN BOOST YOUR 
OWN PROFITS by fabricating with the nationally 
known and advertised VULCO line. 


VISIT OUR BOOTH 616 AT 


NATIONAL HOME 
IMPROVEMENT SHOW 
FEBRUARY 22-25 
. 
CONVENTION Hatt 
ATLANTIC CITY, N. J 


A Leader in the Industry since 1945 
Member: “National Association of Manufacturers” 
: “Frame Screen Manufacturers Association” 


QUALITY GUARANTEED — MAIL COUPON TODAY 


¥ 


METAL PRODUCTS, Inc. 


2801 6th Avenue, South 


Birmingham, Ala. 


NEVER gout COMPETITOR 


To: Vulcan Metal Products, Inc., Dept. sas 


2801 6th Avenue, South 
Birmingham, Alabama 


tes 


Please send me complete information about 
VULCAN Quality Products and VULCAN 
Service. No obligation. 

NAME 


ADDRESS 





CITY eee 


Sales Offices: Atlanta, Ga.; Birmingham, Ala.; Boston, Mass.; Chicago, Ill.; Liberty, 
Mo.; New Smyrna Beach, Fla.; Somerville, N.J.; Tyler, Tex.; York, Pa. 


For more details on above items, use Coupon on Page 66 





Preservative Firm 
Opens Georgia Branch 


The Protection Products Man- 
ufacturing Co. has opened a new 
plant and warehouse branch in 
Conyers, Ga., a suburb of Atlanta. 

The Conyers branch will supply 
the entire Southeast with both 
bulk and package goods of Wood- 
life, P.A.R., Penta, Rainchek and 
other water-repellent preserva- 
tives made by the Protection Prod- 
ucts Manufacturing Co. 

S. O. Hall, president and general 
manager of the firm, said this new 
branch is made possible by the 
steady growth in Dixie and “our 
company’s faith in the continued 
growth and prosperity of the great 
Southeast.” 


Plastic Panels in Md. 


The Vista-Lux Corp. of America 
in a modern plant in Beltsville, 
Md., will manufacture translucent 
fiber-glass structural panels. The 
plant is producing a complete line 
of fiber-glass panels for industrial, 
commercial and residential use. 





A Fully Integrated 
Lumber Operation 


Our own large timber resources 
modern plants 
enable you to get THE 
LUMBER YOU WANT WHEN 


and thoroughly 


YOU WANT IT. 


Rapid Service on Mixed Cars 


SUGAR PINE - PONDEROSA PINE 
DOUGLAS FIR + WHITE FIR and 
INCENSE CEDAR PRODUCTS. 
Moulding + Glued Panels « Millwork 
vailable in mixed cars. 


The Ralph L. 


| SMITH 


Lumber Company 


Mills at Anderson, Red Bluff, Castella, 
Wildwood, and Mt. Shasta, California 


Sales and General Offices at Anderson, California 
Member Western Pine and West Coast Associations 


For more details on above items, use Coupon on Page 66 


Stuart B. Greenfield is  vice- 
president and general manager of 
this Vista-Lux plant. He was 
founder and general manager of 
a pioneer firm in the custom-mold- 
ing of plastics for trucks, trailers, 
plastic boats, and swimming pools. 


Veach Succeeds Young 
As AFPI President 


John B. Veach Sr. of Ashe- 
ville, N. C., recently was elect- 
ed president of American Forest 
Products Industries, Inc., to suc- 
ceed Vertrees Young of Bogalusa, 
La. Veach is president of the 
Hardwood Corp. of America, head- 
quartered in Asheville, N. C. 

Elected as vice-presidents were 
John Hinman of New York, N. Y., 
and J. D. Bronson of Yakima, 
Wash. D. B. Frampton, Columbus, 
Ohio, is treasurer. C. A. Gillett, 
Washington, D. C., was re-elected 
secretary and managing director. 

Trustees include D. S. Denman 
and C. Russell Johnson, both of 
San Francisco; James L. Madden, 
Chester, Pa; N. F. McGowin, 
Chapman, Ala.; Peter F. Watzek, 





Crossett, Ark.; F. K. Weyerhaeus- 
er, Tacoma, Wash.; and David L. 
Luke, New York, N. Y. 


Whirlpool Buys Servel, 
Balances Appliance Line 


The Whirlpool Corp. of St. 
Joseph, Mich., has purchased from 
Servel, Inc., all facilities (includ- 
ing patents, property, and equip- 
ment) relating to the Servel gas 
refrigerator and ice maker. 

Elisha Gray II, Whirlpool presi- 
dent, said, ‘“‘the negotiated pur- 
chase price is approximately $6,- 
500,000. It includes a manufactur- 
ing building of about 750,000 
square feet located on 20 acres 
of land in Evansville, Ind.; an 
adjoining four acre parking lot, 
and specialized machinery, equip- 
ment, fixtures, tools, dies, jigs, 
and inventory.” 

The decision to add a line of gas 
refrigerators to the full line of 
electric major appliances 
factured and marketed by Whirl- 
pool, makes the company “a major 
force in our industry for 
pliances.” 








ROOF VENTS 








Galvanized 


VENTILATORS 


uv-r-Pok, Ine. 


and Aluminum 


@ PRIME COATED 


(Galvanized) 


e@ FHA APPROVED 


@ HEAVY GAUGE 
METAL 


@ WEATHER-PROOF 
@ EASILY INSTALLED 





one piece, 
nothing to 


assemble 


EAVE VENTS 


LOUV-R-PAK, INC. 


Write for name and address of your nearest Distributor. 


3629 E. FIRST ST. 


FORT WORTH, TEXAS 
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Jobber Salesmen to 
Attend Product Seminar 


A five-day seminar for salesmen 
of wholesale distributors of Arm- 
strong building products will be 
held the week of February 10 at 
general offices of the Armstrong 
Cork Co. in Lancaster, Pa. It is 
designed to give the salesmen an 
intensified training course in sell- 
ing. 

The training sessions will cover 
manufacturing methods, product 
information, sales strategy, selling 
techniques, markets and uses of 
insulation board, acoustical ceiling, 
hardboard, adhesives, and insula- 
tion. 

Salesmen who attend the Lan- 
caster seminar will be flown to 
Armstrong’s plant in Macon, Ga., 
where building boards 2nd acousti- 
cal materials are made. 


STRICTLY 
WHOLESALE 





EAST POINT, GA.: The Union 
Lumber Co. has been named local 
distributor of Amerwood pre-finish- 
ed pine paneling, manufactured by 
Southwood Corp. of Fort Worth, 
Tex. Manufacturers’ representative 
Paul F. Hallman will display the 
Amerwood paneling at the South- 
eastern Dealer Convention & Build- 
ing Material Show. 


DALLAS, TEX.: The New Process 
Steel and Supply Corp. and Mid- 
West Materials, Inc., recently moved 
into their new 40,000-square-foot 
headquarters in the Brook Hollow 
Industrial District here. New Process 
Steel and Supply handles cold roll, 
hot roll, and galvanized sheets, mer- 
chant trade products, and building 
materials. Mid-West Materials han- 
dles angles, strip, bars, and struc- 
turals. 


AMERICUS, GA.: The Kochton 
Plywood and Veneer Co. has opened 
its 16th wholesale branch warehouse 
here. With J. R. Hanks, formerly of 
Chicago, Ill., as manager, this Koch- 
ton branch will supply the South- 
east with about 25 types of plywood. 
Chicago is headquarters for the 
Kochton firm, which specializes in 
domestic and foreign plywoods. 


OMAHA, NEB.: Continental Man- 
ufacturing, Inc., has appointed the 
Graybar Electric Co. as a national 
distributor for its new Harmony line 
of residential radio intercom sys- 
tems. Graybar will market the Har- 
mony line through its 129 sales dis- 
tribution offices in the United States. 


| 


| 


Another forward step 
by Allmetal! 


ALLWEATHER 
Balance Strips 
formed from 
ALLMETALITE 


CANODIZED) 


Aluminum Alloy 








ALLMETALITE (ANODIZED) aluminum alloy is 
another factor in Allmetal’s march toward maintain- 
ing and improving the quality of its products. Quality 
that is vitally important to you and your customers. 

This special electro chemical process develops on 
the aluminum alloy surface a pre-hardened and pre- 
oxidized coating that will not chip, peel or blister. 
Finally the oxide coating, being porous, is sealed in 
by a special lubricant. The combination of aluminum 
oxide and special lubricant provide a strip that is free 
from discoloration, stain an surface blemish. And the 
silver sheen surface will never change or lose its lustre. 

In addition—ALLWEATHER Balance Strip is free 
from the stain of blackoff, the hazard of salt spray and 
is resistant to abrasion from windblown sand. Bal- 
ance strips formed from ALLMETALITE aluminum 
alloy function faultlessly, minimize friction and en- 
hance the appearance of the windows on which they 
are installed. Additional information on weatherstri 
formed from ALLMETALITE aluminum alloy, will 
be sent immediately upon request. 








- 
Cs 


Draperies are Resists abrasion Resists the onslaught of 
free from dust, from windblown salt spray, 
dirt, water. sand. 


MILLWORK JOBBERS LUMBER DEALERS 
a _— noma Call or Write for Details Ask Your Jobber for Window Units 
i ae Equipped with ALLMETALITE 


ALLMETAL Weatherstrip Company 
2239 North Knox Avenue Chicago 339, Illinois j 
Please send copy of ALLMETALITE Aluminum Alloy folder ‘ANOTHER FORWARD STEP’'—no obligation. 





Nome____ 


Firm Name___ 





Address =e 








City m = 


Name ‘‘ALLMETAL"’ Registered U.S. Patent Office 
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BATH ACCESSORIES 
(Continued from page 36) 


sories came to a little over $25.00. 
The turnover is on a par with 
many other items I stock. The 
mark-up of approximately 35 per 
cent compares favorably with 
many other building supply items. 
“We sell accessories to home- 
owners who are remodeling, add- 
ing a bath, or doing some replace- 
A Wi : i . Yourself ment work around the house. Ac- 
cessories sell for the kitchen and 
te 19 closets as well as for bathrooms.” 
ie A T U R A L Soap dishes, towel racks, clothes 
+ hooks, and glass and toothbrush 

j ’ 
th aft’s ta K ing th e holders are among the best-sell- 


coun try a y storm ing items. In addition to the stain- 


less-steel accessories, Gresham re- 
tails wood toilet seats for $5.95 
each and steel medicine cabinets. 
The bathroom cabinets move prof- 
itably in two price ranges — 
$26.50 and $38.50 (with lights). 

Owners of homes built without 
bathroom cabinets and those who 
& COLUMNS soon find their original cabinet in- 
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units available from their neigh- 
MILLION DOLLAR LOOK AT 
BREAD & BUTTER PRICES 


Insist upon Heavy-duty Versa 
Railings & Columns... Imitated 
but never duplicated. 





SELF-SELLING complete floor display 
unit and merchandising pack- 
age of display cards, literature, 
planning charts, order blanks, 
instruction sheets and news- 
paper mats furnished FREE 
with initial order. 

2. ea eanB 2 SO Sa eee Sae eee eee 
Write Today For Information 

VERSA PRODUCTS COMPANY, 

Lodi 4, Ohio 

Send details of Verso-Rai'ing Program to: 

frome 

Firm 

Address. 
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borhood building supply dealer. 

Glenwood Builders Supply, in 
Avondale, carries a “pick up” 
accessory display stocked with a 
large assortment of stainless-steel 
accessories for the bathroom. Ac- 
cording to W. M. Boyd, this fixture 
with a balanced original stock 
cost approximately $100. ‘This 
wire fixture plus original stock is 
on the books at around $70. Mark- 
up is around 40 per cent, and turn- 
over is good. 

“Included on this rack are tissue 
rollers, soap pad dishes, towel 
rings, wall ash trays, all-purpose 
racks, clothes hooks, tumbler and 
toothbrush holders, suction cup 
towel bars, all-purpose hooks, soap 
dishes, and standard towel bars 
in 12”, 18”, and 24” lengths. These 
are all individually identified and 
priced on printed tags. The items 
retail from 59 cents to $1.00, a 
popular price range for this item. 

“We think these bathroom ac- 
cessories, including toilet seats and 
medicine cabinets, are a natural 
line for the building supplier, be- 
cause people look to us for sup- 
plies like this as a necessary part 
of our business. The items sell 
well because a lot of remodeling 
is going on now and accessories 
like these are needed to provide 


Handle the 

full Southern line 
bearing the EZ to C,, 
fool proof labels for 
faster, more profitable 
sales ... Your customers 
know that USA-made 
Southern Screws are 
dependable fasteners, 
precision-made 

of only the finest 
materials . . . 

In Phillips or slotted, 
Southern Screw quality 
brings customers back — 
produces more traffic, 
more profit for you! 
Write for our new 
Package Stock Guide. 


Address: 

Southern Screw Company. 
P. O. Box 1360, 
Statesville, North Carolina 


WOOD SCREWS 

STOVE BOLTS 

MACHINE SCREWS & NUTS 

A, B, C & F TAPPING SCREWS 
WOOD DRIVE SCREWS 


WAREHOUSES: 
NEW YORK, CHICAGO, 
LOS ANGELES, DALLAS 


SOLD THROUGH LEADING 
WHOLESALE DISTRIBUTORS 


SCREW COMPANY 


STATESVILLE + NORTH CAROLINA 


0 ees ee —_— 
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From my experience, half-baths 
in new homes have only a mini- 
mum of accessories provided, and 
the owner must purchase more if 
he is to adequately equip his bath.” 

A recent survey points out the 
fact that an adequate medicine 
cabinet is a “must” if many of 
the 200,000 accidental deaths from 
poisoning that are occurring an- 
nually are to be prevented. The 
report pointed out that the great 
majority of these deaths were 
among pre-school children, and 
that the greatest contributing cause 
was inadequate storage space in 
the medicine cabinet. 

Most families have no say as 
to the size of the cabinet they 
“inherit” with their new home, yet 
soon after moving in, the inade- 
quacy of the cabinet shows up. 
The result of this survey should be 
dramatically brought home so that 
aspirin, peroxide, iodine, rubbing 
alcohol, and wintergreen will not 
be available to tempt. tiny hands. 

Medicine cabinets are promi- 
nently displayed by Stone Moun- 
tain Builders Supply. It is located 
in a community, close to Atlanta, 
that is building fast. Many of these 
homes do not have medicine cabi- 
nets installed with the bathroom 
fixtures. Many builders simply put 
up a mirror with no shelving be- 
hind it. 

“We sell bathroom cabinets to 
new home-owners and building 
tradesmen in approximately equal 
quantities,”’ Manager Sackett said. 
“We stock them in price ranges 
from $12 to $36. The medium- 
priced cabinet without lights on 
the top or sides is our best seller. 
These cabinets are stainless steel 
with a single mirror door. 

“We realize a 35 to 40 per cent 
mark-up on cabinet sales to home- 
owners,” Sackett continued. “How- 
ever, we give a 10 per cent dis- 
count to the contractors.” 

Medicine cabinets now on the 
market offer many features that 
sell . . . twin compartments, one 
for storage of a woman’s cosmetics, 
and the other for a man’s shaving 
equipment; flanking or overhead 
lighting; adjustable glass shelves; 
integral outlet for electric shavers; 
built-in toothbrush holders; full- 
view mirrored doors that slide or 
pull open; and a slot for dispos- 
ing of used razor blades. 

Deluxe features are extra stor- 
age on the inside of the mirrored 
door, much like modern refrig- 
erators, and cabinets with a center 
section flanked by mirrored doors 
that open to provide a side as well 
as a front view. Back of the side 
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mirrors is extra storage space. 
The enameled or stainless steel 
finishes maintain their sparkle for 
years and require only a wiping 
with a cloth for cleaning. 
Increased demand for bathroom 
accessories appears certain, ac- 
cording to market forecasters. The 
Plumbing and Heating Industries 
Bureau reports one-third of all 
bathrooms in the United States are 
over 40 years old. Many plumbing 
contractors now offer a “package” 
modernization plan — inexpensive 
and attractive to the owner of an 
older home. This promotion will 





undoubtedly affect accessory sales. 

Many families growing in new 
dwellings are finding bathroom 
facilities cramped. So, half-baths 
and extra bathrooms are on the 
rise to enlarge existing facilities. 

By 1960, the anticipated boom 
in new housing will again speed 
demand for numerous convenience 
items, and certainly bathroom ac- 
cessories will place high among 
those near the top. The building 
supply dealer who stocks, dis- 
plays, and promotes them effec- 
tively, should reap extra volume 
and profit. 





HOM™MAS OTE 


5 ST 


THis is A DOMASOTE 


...@ geodesic dome of Weatherproof Homasote 





Among the many profitable 
uses for the Domasote are: 


poultry houses shelters 
farm buildings lumber kilns 
lumber storage hangars 
machinery sheds camps 

grain bins motels 
sawdust storage boathouses 
oil mud covers mess halls 
construction offices garages 
roadside stands factories 
recreation centers barracks 


used car lot covers 


The Domasote is licensed* to 
Homasote Company and is 
available as a package through 
lumber dealers. For full details, 
use the coupon today. 

*Licensee to R. Buckminster Fuller— 
under proprietary rights, including 
U.S. Patent =2,682,235 and U.S. and 
Foreign Patents Pending. 
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It’s the lowest-cost 
weatherproof structure 
yet built! 


Construction-grade Douglas Fir 
or Southern Pine 1 x 4’s are 
bolted together in a series of 
triangles fastened to a base 
ring. Homasote panels are nailed 
to this triangulated frame, over- 
lapping 6” at joints for a 
weather-tight structure. Ex- 
cluding masonry foundation, 
the cost is less than $1.00 per 
sq. ft.—erected! 

The Domasote here pictured 
has a center elevation above 
masonry wall of 14’-3%” and a 
diameter of 55’-3”. This means 
2,397 sq. ft. of floor area and 
34,448 cu. ft. inside above 
masonry wall. The addition of a 
4’ masonry wall adds 9,113 cu ft. 
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Send me the following literature and/or specification data sheets: | 

0 Domasote ] 

O Homasote (72-page) Handbook NAMB... occ cce cee cece seseeseccsecceee | 

C) Hagerman “88” Roofing Method SONNE ci op isav uaa ns ise dana l 

O Panl-Tile (on 4’ x 8’ panels) 

0 Grooved Vertical Siding cITY Ree oe ZONE STATE | 
8-33 


In U. $., kindly address Trenton 3, N. J. 
In Canada: Toronto, Ont.—P. 0. Box 35, Station K 
Montreal, P. Q.—P. 0. Box 20, Station © 









WHAT'S NEW 
in Building Trends 





Urethane Foam Cuts Swimming Pool Costs 


To meet the growing demand for residential swim- 
ming pools at lower cost, an East Coast swimming 
pool builder is offering quality pools of concrete 
block lined with vinyl fabric that combine embossed 
vinyl backed with soft and resilient urethane foam 
as a covering for the coping. The coping’s frame is 
constructed of 2” x 10” redwood. 

The pool-side comfort offered by this new type 
of coping is achieved through the use of urethane 
foam. While it is lightweight, it is strong and wear- 
resistant, and maintains its resiliency with age. It 
can be stapled or tacked easily. 


Most important of all are the safety features of 
this new pool coping material. They are made pos- 
sible by the embossing of the vinyl to prevent slip- 
ping and by the cushioning effect of the foam to 
prevent hard body blows. 


Sliding Windows Join Living Areas 


One of the simplest and least expensive ways to ex- 
pand living areas is by the use of sliding windows 
and doors, as demonstrated in these photos of a 
California residence. 

The sliding glass door on the exterior wall of this 
bathroom, at left, permits easy access to the bath 
from the private garden. At the same time the size 
of the room is “expanded.” 





In the kitchen, at right, a horizontal sliding win- 
dow has been installed above the sink. This affords 
additional light and ventilation as well as provides 
access to the patio and barbecue area. 

The use of glass in this manner calls for an effec- 
tive weatherseal to keep windows and doors airtight 
and rainproof against wind, rain, snow, and heat. 
Wool-pile weatherseal does this and acts as a self- 
adjusting, stick-proof bearing between the sliding 
surfaces. 














sales offices 


ant & 


throughout the world 


ussell,inc. 


GENERAL OFFICE: PORTLAND 1, OREGON 


Merchandisers of all Pacific Coast Forest Products 


Domestic and imported plywoods 


Kaiser — Fir Tex Insulating Board Products 


DOMESTIC AND EXPORT - RAIL AND WATER 
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Virginia Students 
Erect Own Laboratory 


An experimental laboratory 
building for the department of 
architecture of the Virginia Poly- 
technic Institute recently was 
completed in Blacksburg, Va., by 
students of this technical college. 

Five types of lightweight truss- 
ed rafters of ‘““W” design span the 
30 feet between the outside walls. 
Built mainly of 2-inch lumber, 
they are spaced 2 feet on centers 
and are designed to carry a roof 
load of 35 pounds per square foot. 

Supplied by Lester Brothers of 
Martinsville, Va., the nail-glued 
trussed rafters use exterior-type 
Douglas fir plywood gusset plates 
glued to the lumber. 

The split - ring connectored 
trussed rafters were built and 
bolted together by students en- 
rolled in building construction at 
VPI. The Wedge-Fit split rings 
were donated by the Timber En- 
gineering Co. 

The “H - Brace” connectored 
trussed rafters were provided for 
the building by H-Brace of West 
Palm Beach, Fla., through the 
James River Lumber Co. of Rich- 
mond, Va. They have one-piece, 
19-gauge steel plates, bent to form 
an “H” between the jointed struc- 
tural members. 

The “Tim-Plate” connectored 
trussed rafters, furnished by Tim- 
ber Fabrications of Perry, Fla., 
employ two 20-gauge galvanized- 
steel plates. These are inserted in- 
to two symmetrically spaced saw 
kerfs at each joint to connect the 


structural members. 

The students also assembled 
nailed trussed rafters of VPI de- 
sign. The lumber gusset and splice 
plates were fastened to the struc- 
tural members with 8d and 12d 
hardened high-carbon-steel, heli- 
cally threaded Screwtite nails. 
These were furnished by the In- 
dependent Nail and Packing Co. 
of Bridgewater, Mass. 

The nail-glued trussed 
use nails to provide the necessary 
bonding pressure during glueing. 

The Teco roof trusses use only a 
few nails to fasten scabs to the 
rafters and to the compression 
diagonals. 

The H-braces are nailed to the 
structural members with 1%” nails 
from both sides through holes pro- 
vided in the steel plates. 

The two Tim-Plates per joint 
transmit the load from wood to 
wood member by means of 1%” 
hardened helically threaded Screw- 
tite nails driven through the lum- 
ber and both steel plates. These 
nails are driven from one side, 
loaded in double shear, and used 
with maximum effectiveness. 

Also loaded in double shear are 
the hardened helically threaded 
Screwtite nails designed to fasten 
the lumber gusset and splice plates 
of the VPI nailed trussed rafters. 
They are also driven from one side, 
making it unnecessary to turn the 
trussed rafters over during their 
assembly. 

All trussed rafters are anchored 
to the plates and masonry walls. 
For educational purposes, a variety 
of means of anchorage was em- 
ployed. 


rafters 





FIRE PREVENTERS 
(Continued from page 35) 


lumbermen are rapidly gaining the 
knowledge that some day may 
eliminate all but the rarest of 
lumber-yard fire hazards. 

In spite of the encouraging signs 
of improvement, which has result- 
ed in a drastic reduction in the 
cost of lumber fire insurance in 
the past decade, there still are far 
too many fires in lumber yards. 
So, perhaps it would be helpful 
to look into the causes of lumber- 
yard fires and to analyze how they 
could have been avoided. 

According to a study made by 
the Lumber Mutual Underwriters, 
lightning again accounted for more 
losses in the past fiscal year than 
any other cause. Over 22 per cent 
of all losses were caused by light- 
ning, an increase of 5 per cent 
more than the previous fiscal year. 
Fortunately, most of these losses 
are small and account for little 
better than 4 per cent of the total 
dollar loss. 

It is sometimes the obvious that 
is neglected and in many lumber- 
yards the obvious danger of fire 
by lightning has been completely 
forgotten. Lumber inspectors re- 
port that there are many yards 
which still remain unprotected 
against lightning. 

Electrical and heating defects 
were curbed sharply from previous 
years as a cause of lumber fires. 
In spite of this decrease, faulty 
electrical installations and im- 
proper heating equipment ac- 











‘i ra] shipped from over 400 selected 
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Mills during the first six months of 1957. 


SOUTHERN SALES REPRESENTATIVES 


Dant & Russell, Inc. 
Washington, D. C. 


Dant & Russell, Inc. 
Fort Lauderdale, Florida 


Bolen-Brunson-Bell Lumber Company 
Memphis, Tennessee 


J. E. Elrod Lumber Company 
Charlotte, N. C. 





Downing Lumber Company 
Anniston and Birmingham, Alabama 


Southern Lumber Sales 
Pine Bluff, Arkansas 


Cecil M. Brooks 
Dallas, Texas 


Wm. C. Whitridge 
P. O. Box 6202, Houston 6, Texas 
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Classified Advertising 











Terms — Cash With Order 
Minimum Charge $10.00 
$10.00 per column inch 
RATES: 
$.20 per word for each insertion. 
All ads for classified section must be in publica- 
tion office on the 18th day of month preceding 
date of publication. 
Advertisements are set in type. No cuts or special 
borders allowed. Mail ad copy te: 
SOUTHERN BUILDING SUPPLIES 
806 Peachtree St., N.E. 
Atlanta 8. Georgia 





FOR SALE 





VIROLA. The exotic wood from South America 
that is gaining acceptance like wildfire for 
mouldings, trim, special millwork, cabinets, wall 


paneling. 


Looks and finishes like mahogany. Works 


better — more stable — costs far less. 


We are largest U. S. importers. Maintain ade- 
quate stocks in Lynchburg, Va. AD or KD. 
Truck or rail shipments. Please write, wire, 


Phone for quotation — samples. 
RUSSELL SIMMONS LUMBER CO. 


Box 2067. Phone LD 957. Greensboro, N. C. 





MANUFACTURERS’ AGENTS 





Manufacturers’ Agents for Alabama, Georgia 
and Tennessee. We are a top southern manu- 
facturer of aluminum building products and 
have openings in the above states for the right 
men who can qualify. Substantial volume exist- 
ing with Sales to building material dealers. 
Reply must centain all pertinent detail concern- 
ing your operation. Reply to: Box 90, SOUTH- 
ERN BUILDING SUPPLIES, 806 Peachtree St., 
N. E., Atlanta 8, Ga. 





SALESMEN — SCREEN DOORS 


Live wires in all territories to sell a hot 
selling “All-aluminum” screen door com- 
plete with hardware as low as $13.72. Rep- 
resentatives who mean business can clean 
up fast. Full co-operation and territorial 
protection on reorders; highest commissions. 
Write us about your operations. 
FLORIDA WINDOWS, INC. 
P. O. Box 425, Hollywood, Florida 














MANUFACTURERS’ REPRESENTATIVE 





Fine opportunity for an alert manufacturers’ 
representative to handle nationally advertised, 
complete line of FIBERGLAS TRANSLUCENT 
STRUCTURAL PANELS sold through Building 
Material Distributors, Steel Erectors, Awning 
Manufacturers, Industrials, ete. 

Interview arranged in your city. Write us full 
information as to trade called on, lines han- 
dled, ete. 

Box No. 91, % SOUTHERN BUILDING SUP- 
PLIES, 806 Peachtree St., N. E., Atlanta 8, Ga. 
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| counted for over 20 per cent of 


all losses by cause and over 9 per 
cent of all dollar losses. 

Good management recognizes 
that electricity is a good servant 
but a bad master. It must be con- 
stantly checked both to its instal- 
lation and to its use. It can be 
defective in so many ways that 
are hidden until they cause sud- 
den trouble. These include frayed 
insulation, overloaded fuse boxes, 
faulty switches, overheating mo- 
tors. 

Sometimes trouble occurs from 
adding extra wiring piece-meal to 
an installation which originally 
was safe but which since has been 
put to uses beyond its limitations. 
Even the most perfect installation 
can cause trouble if it is over- 
loaded through innocently plug- 
ging in a lathe here, a new series 
of lights there, until something has 
to give and does. 

Be sure to use only safe fuses 
which, in blowing, will ward off 
danger. Naturally, no one wants 
to overload their circuits, but it 
is surprising how many continual- 
ly do. 

In the wintertime, cold weather 
brings its own hazards to the lum- 
ber yard. Faulty heating equip- 











( Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repaits in tile, 
wood or plaster. Pays 
dealers a bigger profit. 


WILL NOT SHRINK SEUS BETTER because 








STICKS AND STAYS pify 


it WORKS BETTER. 


Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” at’s more, 
Durham’s Rock- 
Hard Water Putty 

ives you by far the 

st profit margin on 
any product of this ‘ 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and —— so regu- 
larly. Many patching mate’ may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed, ¢ Packed twelve 1-Ib. cans or six 
4-Ib. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 





ment and carelessness in handling 
flammable materials have caused 
heating to become a major cause 
of lumber-yard fires. 

During the cold months of the 
year, it is wise to periodically 
check and re-check all heating 
equipment. Have all boilers, chim- 
neys, and flue pipes repaired and 
cleaned before firing up. Move all 
combustible material — including 
workmen’s clothes — a safe dis- 
tance from heating equipment, 
vent flues, and steam pipes. Be 
sure that all stoves and heating 
appliances are on metal floor mats. 

Boiler-room fire doors should be 
put in good condition and checked 
to be sure they will close auto- 
matically in case of fire. By all 
means check the containers used 
for ashes. Only metal containers 
should be used. 

The same report stated that 
more attention should be given 
to protect risks against trespass- 
ers and incendiarists. These two 
causes accounted for over 3 per 
cent of all losses and represented 
26 per cent of all the dollar loss. 

The least expensive watchman 
in any lumber yard is sufficient 
outdoor lighting. Trespassers. hes- 
itate to barge into well-lighted 
areas, for fear they will be seen 
and apprehended. 

Maintenance, too, has a direct 
relationship with a low vandalism 
experience. Fences, windows, sky- 
lights, and ventilation openings 
should be kept in good repair. By 
all means assign a_ responsible 
watchman to make sure that 
buildings and sheds are securely 
locked at night. 

Careless lumber-yard manage- 
ment, by allowing obvious fire haz- 
ards to exist, was responsible for 
over 20 per cent of the total fires 
in lumber yards. Such hazards in- 
clude untidy yards, accumulation 
of waste, and uncut grass. 

Cleanliness pays off in lower fire 
losses in lumber yards as it does 
in other property. It is a good 
investment for every lumber yard 
to assign one man to maintain 
lumber-yard cleanliness; policing 
lumber aisles, collecting trash, and 
waste and safely discarding it. 

Weeds must be kept down either 
by cutting or by spraying with an 
effective weed killer. Building 
floors should be swept frequently. 
At least once every week dust 
that has accumulated in planing 
mills should be blown off the win- 
dows, ledges, and all other places. 

Sometimes, in spite of all pre- 
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cautions, a blaze wiil occur. Since 
the early minutes are the crucial 
ones in controlling a fire, early 
protective measures are vital. 
Fire extinguishers should be of 
standard make and carry the 
Underwriters Laboratories label. 
There should be at least one ex- 
tinguisher for every 2,500 square 
feet of floor space. Extinguishers 
should be placed strategically, in- 
spected periodically, and always 
refilled and tagged according to 
the manufacturer’s instructions. 
Water buckets and _ barrels 
should be kept filled and ice free. 





HOW MUCH PAINT do lumber dealers aver- 
age selling each year? HOW MUCH PAINT 


Anti-freeze should be mixed with 


the water in the wintertime. Fire 


buckets should be kept in good 
condition and rust free. One meth- 
od is to keep the buckets im- 
mersed in the fire barrels. Fire 
buckets are less likely to be bor- 


rowed for other uses if they are 


round-bottomed and painted red 

The best equipment is wasted 
unless its proper use is so familiar 
to those who work in the yard 
that their reactions are almost 
automatic. Fire drills in the use 
of first aids to fire fighting should 
be called often. 





Fire experts should be invited 
to visit the lumber yard and dis- 
cuss fire-fighting problems with 
all employees. Members of local 
fire departments should be regu- 
lar guests at the lumber yard — 
familiar with all equipment, mas- 
ter electric switches, locks, and 
building entrances. 

And while we’re checking on 
preventive measures, better ar- 
range to have a periodic inventory 
of stock and equipment within the 
yard so you can check insurance 
policies to be sure they give full 
protection against possible loss. 








— 
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Shepard & Morse FEEAON 
Lumber Co. 


607 Builders Exchange Building 
Portland 4, Oregon 


ACCESSORIES? 


For answers to these market questions — 
and also for many timely tips on selling paints 
and supplies — be sure to intercept your copy 
of the March *S-B-S! 


“Suits Building Suppliers 


CApitol 2-9576 
TWX-PD-58 
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THE NUMBER 1 BUY IN ALUMINUM ROOFING NAILS! 


SCREW-GRIP with 
NEOPRENE WASHER 


Another Phifer Nail that never fails! Drives straight and true, yet can’t 
be over-driven. The head will not fly off because of expansion or contraction 
during weather changes or high winds. The long-life neoprene washer seals 
its own hole — securely and permanently. Find out more about this wonder 
nail. Write for illustrated brochure today! 


PHIFER WIRE PRODUCTS 


BOX 9007 TUSCALOOSA, ALA. 


Produced by One of 
America’s Largest Manufacturers 
of Aluminum Insect Screening 





PHIFER WIRE PRODUCTS 
BOX 9007, Tuscaloosa, Ala. 


e NEVER RUSTS 

e NEVER STAINS 

e@ PERMANENT TIGHT SEAL 

e@ SCREW GRIP HOLDS SECURELY 


e@ DRIVES STRAIGHT WITHOUT BENDING * 


Send us brochure and price list with specifications on 
Phifer Aluminum Nails by return mail. : 


NAME 
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imdex of Adwertisers 


This Advertisers’ Index is published as a convenience, and not as a part of the advertising contract. 


Every care will be 


A 


A & F Tileboard Co. 
Advertising Council 
Agricultural Extension Division, 
United States Steel 
Corporation 
Alabama Metal Lath Co. 
Albritton Engineering Corp. 
Allmetal Weatherstrip Co. 
American Cancer Society 
American Screen Products Co. 
American Sisalkraft Corp. 
Andersen Corp. 30 & § 
Anderson Manufacturing Co., 
Inc., V. E. 
Anthony Truck Co. 
Apco-Rubin, Div. of 
Tusco Corp. 
Arnold Altex Aluminum Co. 
Arrow Fastener Co., Inc. 
Arrow Lock 
Associated Mutuals 
Atlanta Oak Flooring Co. 
Atlantic Steel Company 


Banta, W. W. 
Bellhouse Louver Windows 
Bennett Mfg. Co., Richard C. 
Bestwall-Certain-Teed 

Sales Corp. 
Bialy & Assoc., Norman A. 
Binswanger and Company, Inc. 
Bostwick, Harold B. 
Bowers, Jr., R. P. (Rudy) 


Bradley Lumber Co. of 
Arkansas 


Burr-Southern Corp. 
Burton, Robert S. 
BPA 


Cc 


Caldwell Mfg. Co. 
California Redwood Association 
Callahan, James 
Cameron & Co., Wm. 
Cameron and Richardson 
Camp Company, Inc. 
Carr, Adams & Collier Co. 
Carson, H. H. 
Celotex Corp., The 
Challenger Lock Co. 
Cheney Lumber Co. 
Classified Ads 
Cleveland Steel Specialty 
Co., Ine. 
Columbia Mills, Inc. 
Corrulux L-O-F Glass Fibers 
Company 
Cuckler Mfg. Co. Fourth Cover 
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Contagious!!! 


HE good name of a good manufacturer is 

bound to rub off on its distributors. Sell a 
quality product, and you'll be known and respected 
for quality. 


If your service is good because your supplier 


serves you well, that’s all in the game. 


Profit, too, is catching. Ualco Aluminum Windows 
sell. They stand in new buildings, not warehouses; 


renew customers, create new customers. 


Finally, growth is contagious. Ualco became the 
world’s largest manufacturer of aluminum windows 
in four years. Our distributors have branched out, 


too. You can grow with Ualco. 


NOTE: A few choice territories are still available. 
Write — or, better, call — today. 


Southern Sash 


SALES & SUPPLY CO., INC. SHEFFIELD, ALA. 


WAREHOUSES & SALES OFFICES 


Canton, O., 1205 Liberty Ave., SE 
Elizabeth, N. J., 622 Pearl St. 
Florence, Ala., 723 E. Tennessee St. 
Hialeah, Fla., 1035 E. 26th 
Huntsville, Ala., 109 S. Greene St. 


Montgomery, Ala., 506 N. Court St. 
Sheffield, Ala., 303 Ashe St. 
Sheffield, Ala., 107 Ashe St. 

San Leandro, Cal., 720 Williams St. 
Van Nuys, Cal., 14923 Oxnard St. 





YOUR 
LUMBER 
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INDUSTRIAL — Factories and 


workshops for all types of businesses. 


and Churches. 


You sell complete Cuckler Steel Span Buildings — 
Steel Span Frames + siding, roofing, hardware, dvors 
and windows from YOUR stock. Rigid Cuckler Steel 
Span Frames are built with the strength of a bridge... 
yet easy to erect. Available in widths of 32’, 44’, 50’, 
60’ and multiples. 100% usable space, wall to wall 
and roof to floor. Every commercial, industrial, in- 


SEE US AT BOOTH D-12 
Southeast Dealer Convention 


February 3-4-5 


COMMERCIAL — Stores, shops, 


office buildings, warehouses, terminals, 


hangars. INSTITUTIONAL — Schools 


eee oe 


CUCKLER 





AGRICULTURAL—Cattle barns, 
machine sheds, storage buildings and 
other farm buildings. 


stitutional and agricultural building is a prospective 
Steel Span COMPLETE BUILDING sale for you! Get 
in on this Cuckler PROFIT-BUILDING PLAN right 
now! For complete details, write CUCKLER MANU- 
FACTURING COMPANY, Dept. SB-8, Monticello, 


lowa. 


... SPANS THEY/COUNTRY 





